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UPSTATE AGENTS 
IN ANNUAL MEETING 


Large Attendance at Syracuse Conven- 
tion; Live Wire Topics Being 
Discussed By Speakers 








TO FIGHT MUTUAL COMPANIES 





Sales Demonstrations Staged as a 
Leading Feature of Meeting; 
Good List of Speakers 





The New York State Association of 
Local Insurance Agents was in two 
days’ session at Syracuse this week, 
the attendance being large and the 
program stressing the educational and 
production side of the business. In 
planning the program President Bruns 
felt sure that the convention would be 
a great success if the agents left feel- 
ing that they had learned something 
valuable which they could use in com- 
petition when they returned to their 
homes. 

The Demonstrations 

The demonstrations planned were 
these: 

1. Sale of automobile fire and 
theft, liability, property damage and 
collision policies on automobiles owned 
by the Buffalo Manufacturing Co. 

2. Sale of stock insurance to a con- 
tractor now insured in a mutual cas- 
ualty company. 

3. Selling a stock fire insurance pol- 
icy to a manufacturer now insured in a 
mutual fire company. In this demon- 
stration Clarence A. Rich, former spe- 
cial agent, and now in the local agency 
business in Buffalo, took the part of the 
agent, and Roswell Parks represented 
the assured. 

Among the Company executives 
scheduled to speak are W. H. Stevens, 
president of the Agricultural; A. G. 
Martin, United States Manager of the 
Northern; and W. B. Mann, superin- 
tendent of agencies of the Ocean. 
Walter Bennett, the new secretary of 
the National Association of Insurance 
Agents, is here. This 1s his first state 
agents’ convention. 

Today’s Discussion 

Real fireworks are expected today 
(Friday) when these topics are up for 
discussion: 1. Increased commissions. 
2 Non-Board situation. 3. Mutual cas- 
ualty competition. 4. Graded dues and 
budget. 

In his annual report President Bruns 
discussed new boards and clubs, in- 
creased maatiordiie, the non-board 
situation, mutual competition, increased 
commissions, increased income, com- 
pany confere ences, rating bureau con- 
ference c ommittee. 
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128TH YEAR 


INSURANCE COMPANY 
OF NORTH AMERICA 


PHILADELPHIA, PA. 
CAPITAL, $5,000,000.00 


Metropolitan Managers Marine Department Managers 
Darby, Hooper & McDaniel Platt, Fuller & Co. 
59 John Street, N. Y. 27 William Street, N. Y. 


Brokerage and Service Departments 


(Fire) Charles F. Enderly, Mgr. (Marine) Lawrence J. 
111 William St N manager 
illiam Street, N. Y. 27 William Street, N. Y. 
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PHCENIX 


ASSURANCE COMPANY LT° OF LONDON 


(ESTALLISHED 1782) 


First British Insurance Office Established in United States 1804 
FIRE 
AUTOMOBILE—USE AND OCCUPANCY 
TORNADO—SPRINKLER LEAKAGE 
EXPLOSION—RIOT & CIVIL COMMOTION 


HEAD OFFICE FOR THE UNITED STATES 
100 WILLIAM STREET, NEW YORK CITY 


PERCIVAL BERESFORD, Manager 











TO WRITE LIFE és 
INSURANCE ONLY" 


Maryland Assurance Directors Recom- 
mend Turning Accident and Health 
Over to Maryland Casualty 


SURPLUS 








WILL STRENGTHEN 





Company Organized in 1917 By John 
T. Stone, Had Heavy Influenza 
Losses; Action in August 





On August 1, 1920, the Maryland 
Casualty Company is expected to re 
insure the accident and health business 
of the Maryland Assurance Corporation, 
its running mate. Such a proposed re- 
insurance is recommended by the di- 
rectors of the Maryland Assurance. If 
the re-insurance takes place the Mary- 
land Assurance will write life insur- 
ance exclusively; and its surplus will be 
considerably increased. 

It is said that this is the first instance 
where interests affiliated with an im- 
portant casualty company have organ- 
ized a life company, re-insured its acci- 
dent and health business, and then pro- 
posed to take back that business 
through re-insurance, 

The Maryland Assurance was launched 
in 1917, and one of the ideas of John 
T. Stone, who was president of both 
companies, was that the accident and 
health could be better sold by life in- 
surance agents than by general casualty 
agents, while the Maryland Assurance 
under the plan proposed would have 
the advantage of the agency plant of 
the Maryland Casualty. 

The Maryland Assurance went 
through the influenza epidemic sustain- 
ing on its accident and health business 
an underwriting loss of about $295,000. 

The Maryland Assurance officials be- 
lieve that they will be able to build up 
a good agency plant. Some of its ag- 
ency force consists of life insurance 
men who have devoted most of their 
time to life insurance, while some of 
the other agencies, which never wrote 
life insurance until the Maryland Assur- 
ance was formed, will continue to rep- 
resent the Company. 

F. Highlands Burns, who is now presi- 
dent of both companies, is regarded as 
a fine executive and a good all-around 
insurance man. 

George K. Sargent, superintendent of 
agencies of the Mutual Life, is on the 
Pacific Coast. 





During April the John Hancock issued 
$17,206,140 of Ordinary. 
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Asks Companies To 
Refund Millions 


1916-1918 





ADDITIONAL TAX FOR 





New York Life This Week Files Brief 
in re Additional Taxes of 
1933-1915 





Life insurance companies have re- 
cently been asked to pay millions of 
dollars in additional taxes for 1916, 1917 
and 1918. It is said that this item for 
one Company alone reaches the amaz- 
ing total of $4,633,000. 

The New York Life this week, 
through James H. MelIntosh, general 
counsel, filed a brief in re the claim 
of the Company for refund of addi- 
tional Federal Income taxes paid for 
the years 1913, 1914 and 1915 on ac- 
count of deferred dividend policies. The 
brief will be printed in some subse- 
quent editions of The Eastern Under- 
writer, It begins as follows: 

To the Honorable The Commissioner 
of Internal Revenue: The New York 
Life Insurance Company, May 17, 1920, 
filed amendments to its pending claims 
for refund of additional income taxes 
paid for the years 1913, 1914 and 1915, 
respectively, in which it abandons its 
claim for refund based on dividends 
paid to deferred dividend policyholders 
within the taxable year, and in lieu of 
the claim so abandoned asks for re- 
fund based upon the aggregate amount 
of the annually ascertained over-pay- 
ments of premiums annually made by 
its deferred dividend policyholders and 


credited to them within the taxable 
year, 
These two sums, (1) The dividends 


to deferred dividend policyholders dur- 
ing the taxable year, and (2) The an- 
nually ascertained overpayments of pre- 
miums annually made by deferred divi- 
dend policyholders and credited to them 
within the taxable year, differ in 
amount, in composition, and in charac- 
ter. For 1913, the one amounted to 
$9,202,939, composed of the aggregate 
of each policyholder’s share of all 
over-payments made by the policyhold- 
ers of his class, with interest accumu- 
lated over the entire deferred dividend 
period of the policy, and that year paid 
back; the other amounted to $8,189,918, 
composed of the annually ascertained 
over payments of premiums annually 
made by deferred dividend policyhold- 
ers, and that year credited. 

This claim of refund is based on the 
clause which the Congress added to the 
Revenue Act of 1913 as follows: “and 
life insurance companies shall not in- 
clude as income in any year such por- 
tion of any actual premium received 
from any individual policyholder as 
shall have been paid back or credited 
to such individual policyholder, or 
treated as an abatement of premium of 
such individuat policyholder, within 
such year.” 

In the case of Penn Mutual Life In- 
surance Company v. Lederer, decided 
April 19, 1920, the Supreme Court sug- 
gested the construction we now pre- 
sent, when the Court, in discussing the 
rule Congress by this clause intended 
to lay down, said: 

“The principle applied is that of bas- 
ing the taxation on receipts of net pre- 
miums, instead of on gross premiums.” 

And the merit of the construction is 
not merely that the language of the 
law justifies it, but the construction 
promotes equality and uniformity, and 
abates injustice and oppressive dis- 
crimination between tax-payers of the 
same kind and class, and between dif- 
ferent groups of policyholders of the 
same tax-payer—a result aimed at in 
the construction of every statute, but 
of controlling influence in construing 
and administering taxing statutes. 





Robert W. Moore, Jr., in charge of 
the first membership district reports an 
increase in members of the Boston 
Association of from 318 to 760. 








companies. 


desire and ideal. 





“The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the corner-stone 
of modern life insurance. The “contribution plan” of sur- 
plus distribution, used almost universally by American 
The Continuous Instalment policy, the basic 
form of all Life Income contracts. 


“Mutual Life’—known in every household. 
policies and service, notable financial strength, co-opera- 
tion with agencies. Life Insurance at its best!—the Agent’s 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 
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NEW PHILADELPHIA MANAGER 

Cc. H. Brown, recently a member of 
the sales organization of the Bankers 
Life of Iowa, has been made agency 
manager of the Company in Eastern 
Pennsylvania, with headquarters in 
Philadelphia. 


PHONOGRAPH GROUPS 
The Travelers has group policies cov- 
ering the following talking-machine 
companies: Victor, Sonora, Emerson, 
Hiawatha and Mutual. 
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CO-OPERATION 


FULL MEASURE OF 

agency co-operation | 
with qualified representa- i 
tives is responsible in part | 
for these 1919 results as 
compared with 1914. 


Decrease in number of | 
licensed agents | 


Increase in new _ busi- / 


Increase in number of i 
representatives who paid for 
$3,000 or more in new pre- 


Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 


No. 23 | 


70% 


170% | 


487% 
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T. R. FELL CENSURED 





Local Association Adopts Resolution 
Condemning His Charges Against 
Its Officers 





T. R. Fell was reprimanded by the 
Life Underwriters’ Association of New 
York at the meeting on Tuesday for 
his alleged charges against the asso- 
ciation and its officers which they claim 
he didn’t prove. Copy of the resolu- 
tion dealing with the Fell affair which 
was passed at the meeting is given in 
part as follows: 

“Mr. T. Reid Fell has, during the 
past year, circulated a number of very 
lengthy and wordy letters among the 
life insurance agents of this Vicinity. 
Some of these letters reflect unfavor- 
ably upon the Life Underwriters’ Asso- 
ciation and its officers, impugning by 
innuendo and suggestion the good faith 
and honesty of their method. We feel 
that such publicity has been given to 
his letters that our members will be 
glad to hear a few facts. 


“On April 29th, the Executive Com- 
mittee invited Mr. Fell to present such 
information as he might have and to 
substantiate his written statements be. 
fore the committee. He refused to ap" 
pear before the committee and on 
May 12th he was again requested to 
appear and again declined. Later, he 
agreed to meet a sub-committee and 
accordingly a committee consisting of 
Messrs. George A. Kederich, Orra Ss. 
Rogers, Edward W. Allen, Charles A, 
Foeh] and Edward J. Sisley was ap- 
pointed to hear what he had to present 
and to request that he substantiate his 
statements. 

“Mr. Fell appeared before this com- 
mittee on May 19th and failed in every 
particular to substantiate any of his 
statements or to furnish any informa- 
tion or facts upon which the‘ Executive 
Committee might act or formulate any 
course of action. A stenographic rec- 
ord of the meeting was kept and may 
be read by any member of the Associa- 
tion at the Secretary’s office. 

“Mr. Fell, while a member of the Ex- 
ecutive Committee, has not attended a 
meeting in several years and has not 
participated in any of its councils in 
formulating its policies. Your Commit- 
tee therefore feels that Mr. Fell’s ac- 
tions should be criticised and_ con- 
demned as not having been for the 
best interests of the Association.” 


NOTES MUST BEAR INTEREST 





Ruling About Premiums from Insurance 
Commissioners of Two Western 
States Interests Agents 





A recent ruling issued by the insur- 
ance commissioners of Colorado and 
Minnesota concerning the necessity for 
requiring that notes accepted for first 
year’s premiums must bear interest re 
minds companies that such a law has 
previously been in effect in both Colo- 
rado and Minnesota, as well as in a 
great many other States. The ruling is 
based on the assumption that to accept 
notes without interest would be in ef- 
fect a rebate, or discrimination. The 
Commissioner of Colorado states, in 
addition, that the rate of interest on 
such notes must be not less than 6 per 
cent. The Commissioner of Minnesota 
rules that discounting such notes at 
banks prior to the acceptance of the 
risk by the Home Office is disapproved 
by the Department, and in cases where 
the application having been rejected the 
agent does not promptly return the 
premium his license will be suspended 
or revoked. 


PHOENIX MUTUAL GRADUATES 

On Wednesday of this week, the 
Phoenix Mutual Life graduated from its 
salesmanship class fifteen men dom 
ciled in various sections of the United 
States who will go into the field as full- 
time life insurance salesmen. The first 
class graduated by the Phoenix Mutual 
consisted of eight men. 


June 11, 1920 
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Curtis Publishing Co. 
Insures Employes 


GROUP TAKEN IN TRAVELERS 


Covers 4,000 Employes of Three Widely 
Circulated Publications Under 
Life, Accident, Sickness 


The Curtis Publishing Company, 
which issues three of the most widely 
circulated publications in the United 
States—“Saturday Evening Post,” “La- 
dies Home Journal,’ “The Country 
Gentleman”’—has placed all of its em- 
ployes under life, accident and sick- 
ness insurance through the medium of 
a group contract with the Travelers. 

The arrangement went into effect on 
June 2. The total number of employes 
is approximately 4,500. About 4,000 
are eligible. 

One of the interesting relations 
which the Curtis Publishing Company 
has with its employes is the main- 
tenance of a magnificent clubhouse lo- 
cated on an attractive 150 acres about 
six miles outside of Philadelphia, The 
grounds have a golf course, tennis 
courts and a baseball diamond. Here, 
the employes, both men and women, 
are permitted to spend the week ends 
at a nominal cost. In both Summer 
and Winter the clubhouse is used for 
weekly dances and social activities. 

The Curtis Benefit Association pays 
members weekly benefits of one-half of 
the weekly wage rate, limited to a total 
of forty dollars, during disability due 
to any kind of sickness or accident for 
thirteen weeks, beginning the first day, 
provided the period of disability has ex- 
tended seven days. The association 
also provides each member, after three 
months’ employment, with a five hun- 
dred dollar life insurance policy, in- 
creasing one hundred dollars for each 
year of service to a maximum of two 
thousand dollars, covering death or to- 
tal disability. At the time of becoming 
a member the amount of the life insur- 
ance policy depends on the length of 
service. No physical examination is re- 
quired. Members quitting the employ 
of the company can continue the life 
insurance policy, without physical ex- 
amination and without evidence of in- 
surability, by personal payment of the 
premiums. : 

Members are required to pay an in- 
itiation fee of fifty cents and weekly 
dues of three-quarters of a cent per dol- 
lar of the weekly wage, not exceeding 
sixty cents per week, being three- 
quarters of the cost of the sick and acci- 
dent benefits. The Curtis Publishing 
Company contributes annually to the 
funds of the Curtis Employes’ Benefit 
Association an amount equal to one- 
third of the total annual dues paid in 
by the members and pays the entire 
cost of the life insurance. The life in- 
Surance policy becomes the personal 
property of the employe and is in full 
force and effect so long as the insured 
continues in the employ of the company 
and a member of the association. 

Members are exempt from the pay- 
ment of dues while receiving disability 
benefits. If the disability continues be- 
yond thirteen weeks, when payment of 
benefit ceases, no payment of dues is 
required so long as the disability and 
employment with the company  con- 
tinues. It is optional and voluntary 
whether employes become members and 
membership. terminates when a member 
is no longer an employe. On June 2 the 
membership numbered 2500 and is in- 
creasing daily. 


F. H. JOHNSTON HURT 
Frederick H. Johnston, a vice-presi- 
dent of The Prudential Insurance Com- 
pany, Newark, was seriously hurt in an 
automobile accident in Newark, May 29. 


He was taken to Overlook Hospital, 
Summit, 
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of America 








FORREST F. DRYDEN 
President 


HOME OFFICE 
Newark, N. J. 


Incorporated Under the Lawea of the State of New Jersey 
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Is Corey Correct 
in His Psychology? 


SAYS MIND APPEAL WILL FAIL 


Pan-American’s Superintendent of 
Agencies Thinks Men Can’t Be 
Reasoned Into Buying 


How many men in the life insurance 
business will agree with C. D. Corey, 
superintendent of agents of the Pan- 
American Life, who in a talk before a 
convention of field men of that company, 
his subject being psychology, made the 
statement that insurance must be sold 
through the emotions, not by appeal to 
the mind? The Eastern Underwriter 
would like to have the views of pro- 
ducers as to whether in their opinion 
Mr. Corey has stated the case correctly. 
He said: 

“Psychology means knowledge of men, 
and applied psychology is only the ap 
plying of your knowledge of human na- 
ture in your relations to men. I do not 
expect to teach any of you anything 
new about human nature, for knowledge 
of men is the result of experience with 
men; you have had that experience, and 
all I can hope to do is to suggest meth- 
ods whereby you can effectually apply 
this knowledge. Modern Salesmanship 
recognizes two distinct departments in 
the functions of consciousness—the 
Mind and the Desire or emotions. Many 
fine intelligent salesmen fail because 
they appeal directly to the mind. No 
man was ever reasoned into buying any- 
thing. An appeal to the mind always 
arouses antagonism. The mind resents 
the idea that anything from the outside 
can influence it, that anything can be 
true that is outside of its own exper- 
ience. Sales are always made through 
the Desire. Desire literally means to 
want, and sales are made because the 
salesman makes the prospect want the 
thing he has to sell. There are many 
different grades of minds, as many as 
there are men, but men only differ in 
their desire in degree. Desire is the 
foundation of human nature—it is hu 
man nature. The desire for food, drink, 
warmth and shelter is common in all 
men. The mind has never suffered for 
lack of warmth or shelter; the mind 
has never suffered from hunger or 
thirst, nor has it ever felt the yearn- 
ings and cravings of human nature, it 
is coldly analytical and unsympathetic. 
The salesman who appeals to the mind 
arouses antagonism, and the mind keeps 
down the desire, the salesman is dis- 
missed and the gale is lost. The sales- 
man only appeals to the mind in order 
to hold the attention of the prospect, 
and this is best accomplished through 
mental pictures that arouse desire. 
When the salesman begins to realize 
that desire, which is expressed through 
the emotions, is human nature, common 
in all men, and they appeal to the emo- 
tions they begin to succeed in persuad- 
ing men, because they have human na- 
ture working for them instead of 
against them. 

“Now for the Closing. There are posi- 
tive natures which must be permitted 
to feel that the decision is all their own, 
and there are weak and indecisive na- 
tures which are more grateful and 
otherwise for having the decision taken 
off their hands. ‘I want it,’ said a 
gentleman, speaking of a certain piece 
of property he contemplated purchas- 
ing, ‘I want it so much that I can’t think 
of anything else. I lie awake nights 
dreaming of myself in possession of it, 
and yet somehow or other, I can’t make 
up my mind to buy it.’ Do you remem- 
ber ever having seen a nurse remove a 
convalescent patient from his cot to a 
chair—the patient is weak and inde- 
cisive, he has not the will power to 
make the effort alone.” 


The Washington, D. C., Association 
reports an increase of from 73 to 115 
members, Richmond, Va., of from 143 
to 165; Harrisburg, Pa., from 186 to 220 
and Philadelphia from 289 to 787. 
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Good Advice From 
Writer A. W. Atwood 


PROBLEM OF SMALL INCOMES 





Clerks Must Take Out Insurance Before 
They Begin to Make Security 
Investments 





Whatever Albert W. Atwood writes 
about insurance or finance has a wide 
circle of readers. His latest comment on 
insurance appears in the thrift number 
of “The Annals” of the American 
Academy of Political and Social Science. 
He says: 

Often it is well to keep on buying life 
insurance up to large sums, many 
thousands of dollars in fact, before 
any other investment whatever is even 
considered. Why waste time talking 
about the relative advantages of public 
utility bonds as against preferred in- 
dustrial stocks for, let us say, a book- 
keeper when we know perfectly well 
that if he should die his family would 
be in dire want. It is utter piffle, and 
I think that a large part of the efforts 
of stock brokers and bond houses, or 
investment bankers, to win the small 


investor are entirely injurious and 
pernicious. These people that are 
sought out are still in many cases 


about twenty thousand dollars below 
the point where they should become 
direct investors at all. They are still 
in the life insurance stage. 

Somewhere along here the clerk with 
the wife and child should be taught to 
open a regular checking bank account, 
for the convenience which it affords 
and also for the standing which it gives 
him in the community. 

Having acquired a good little nest 
egg in the form of a savings bank de- 
posit or government savings stamps, or 
both; having taken out ample life in- 
surance and opened a bank account big 
enough to take care of current bills, 
then the young man had better con- 
sider the purchase of Liberty bonds and 
a home, I refer of course to piping 
times of peace and not to war times 
when to purchase a Liberty bond is an 
essential of patriotism. 

Certainly the clerk should not buy 
even a Liberty bond any earlier in his 
financial progress than this, because 
the bond is subject to market fluctua- 
tion and no one is warranted in urging 
upon him the risks of the market until 
he has various back logs of the kind 
already described, As for a home, the 
wisdom of its purchase depends of 
course to some extent upon the young 
man’s location, upon whether his job 
is reasonably permanent and other 
similar considerations. But generally 
speaking it is a good investment and 
pays dividends of family happiness and 
good citizenship which cannot be ex- 
pected of a bond or stock in a corpora- 
tion of which the owner hardly knows 
the name. 


INSURANCE IN TEXT BOOKS 

E. J. Clark, of Baltimore, ex-president 
of the National Association, met with 
the Text Book Committee of the Asso- 
ciation of Life Insurance Counsel at 
Washington recently. The committee 
is arranging with the co-operation of 
the National Association of Life Under- 
writers to have ‘text book publishers 
place suitable chapters on life insur- 
ance in grammar school arithmetics, 
high school text books and in mathe- 
matical text books used in commercial 
schools. 





GRADY H. HIPP CHOSEN 

Grady H. Hipp has been appointed 
actuary of the New York department in 
Albany. He is now serving as chairman 
of the sub-committee on _ fraternal 
blanks of the National Convention of 
Insurance Commissioners’ committee 
on blanks. 





During 1919 the Sun Life of Canada 
received more than $100,000,000 appli- 
cations, and its assets are now $416,- 
358,462 
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THE 


EQUITABLE LIFE OF IOWA 


New Business Paid for 1919............$ 57,328,209.86 
New Business Paid for 1918............$ 29,996,822.32 


Gain .. seeeeeee eG 27,331,387.54 


Insurance in Force December 31, 1919...$206,553,404.00 
Gain in One Year...........cccccccccr eG 46,935,312.89 





For Information Address 


HOME OFFICE DES MOINES 




















REAL SATISFACTION 


Working with William N. Compton and the John 
Hancock Mutual Life Insurance Company in New 
York City forms the happiest combination imagin- 
able for the life insurance salesman. 


If you have any doubt in your mind have it dispelled 
by calling at 


220 BROADWAY 
Phone 6030 Cortlandt 














645 
Educational Courses 
have been distributed to 


its agents by 


The Connecticut Mutual 
Life Insurance Company 


for study in the interests of 


“Professional Public Service” 




















Selling Dialogues 
Feature of Meeting 


NORTHWESTERN’S CONVENTION 


Lawrence Mack and T. A. Peyser to 
Stage An Interesting Sale; Dr. 
Stevenson to Talk 


The annual meeting of the North- 
western Mutual Life’s agency associa- 
tion will be held on July 26, 27 and 28 
at the Home Office. 

The sales talk program opens with 
B. H. Badenoch, of Illinois, as salesman; 
and F. M. Kremer, of the same state, 
as prospect. Mr. Badenoch will try and 
sell Mr. Kremer, impersonating a man 
of large income, well-established busi- 
ness and $100,000 estate. He is mar- 
ried, has several children and carries 
about $15,000 legal reserve life insur- 
ance. The task will be that of enlarg- 
ing his ideas regarding life insurance. 

A. F. Carter, of Massachusetts, will 
deliver a standardized sales talk, and 
J. R. Jennings, of the same state, will 
discuss personal efficiency. 

There will follow another sales dem- 
onstration, with John A. Daniels, of the 
District of Columbia, as salesman, and 
J. S. Baldwin as prospect. Mr. Daniels 
is going to sell Mr. Baldwin, a bachelor 
of forty-five, engaged in scientific work, 
without any dependents whatever. He 
is on a fairly good salary and also has 
approximately $20,000 in savings. 

Here are some other sales demonstra- 
tions on the books: 

1. A man of thirty, married. Told 
why he should buy an endowment at 65. 

2. An attempt by Lawrence Mack, of 
New York, to sell “Teddy” Peyser, who 
is supposed to be a married man, with a 
son and daughter, a few hundred thou- 
sand dollars so invested that he does 
not feel he needs life insurance. 

Dr. John A. Stevenson, of the Car- 
negie Institute, is to give a talk on 
psychology; and Vice-President Cleary 
will talk of the Northwestern Mutual’s 
future. 

All in all, sounds like a corking good 
program. 


27 YEARS A LIFE MAN 





Arthur D. Murphy, President of Phila- 
delphia Association, With Home 
Life Since 1895 
ee ee 
Arthur D. Murphy, the new president 
of the Philadelphia Life Underwriters’ 
Association, has been engaged in the 
life insurance business for twenty-seven 
years, entering it when young and af- 
ter an experience in the jewelry busi- 
ness. His first contract and his ap- 
prenticeship were with the Louis (C. 
Vanuxem Agency of the New York Life. 
Two years later—in 1895—he entered 
into his present connection with the 
Eastern Pennsylvania Agency of the 
Home Life of New York. Although en- 
gaged principally in direct soliciting he 
has covered the entire agency territory 
in Eastern Pennsylvania and Southern 
New Jersey and Delaware in develop- 
ing territory and training agents. His 
personal production has averaged well, 
including one case of $250,000. His 

business has had a low lapse ratio. 

Mr. Murphy’s outside activities have 
included interest in local politics, build- 
ing and loan association work, com- 
munity improvement society manage- 
ment, and in the City Club of Phila- 
delphia. 





The Program Committee is arranging 
to have the proceedings of the Boston 
convention of the National Association 
of Life Underwriters published in two 
parts so that they may be bound to- 
gether or separately, part one to in- 
clude a report of all routine proceedings 
including the business sessions and 
committee reports and part two will 
consist of a stenographic report of all 
Salesmanship topics and discussions 
which it believes will constitute the 
best text book on life insurance sales- 
manship ever published. 
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Founded 1865 


The Provident Life and Trust Company 
OF PHILADELPHIA 


Pennsylvania 





The interest on the proceeds 


available. 





The Long Endowment of the Provident is peculiarly 
adapted for the creation of a cash fund to meet Estate Taxes. 


sured’s income until death, when the cash is immediately 


after maturity swells the in- 








THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 
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Delivering Insurance Messages 





Familiarity Breeds Business; Not Contempt 





By HENRY CRAGIN WALKER, Boston 


Henry Cragin Walker, of Boston, is a 
well known publicity sales expert, who 
has done and is doing effective work, 
particularly in the preparation of litera- 
ture, for a number of insurance com- 
panies. 

The superintendent of agencies of a 
large insurance company said to me 
not long ago: “It used to be true that 
a man selling insurance had a difficult 
time getting himself heard; now all 
that is changed.” 

Well, perhaps so, but not in my judg- 
ment. While insurance solicitors are, 
by and large, a higher type today than 
they were twenty years ago and while 
insurance is regarded generally in a 
better light, it still remains difficult for 
most insurance men to approach stran- 
gers and get them reverently to listen 
to their proposition. If you do not be- 
lieve this statement just go out on the 
firing line and make the effort. 

I think it can be stated as an axiom 
that a prospective buyer is seldom glad 
to have a seller call upon him in any 
line, irrespective of the worth of the 


merchandise or service he comes to 
offer. 
Buying Means Spending 
For the idea of buying anything is 


naturally tied up with the proposition 
cf eventually paying out money for it 
and the spending of money or entering 
into a contract for the spending of it, 
unless perhaps for luxuries, is a thing 
most of us try to duck or at least to 
postpone. 

It is also true that nearly all solici- 
tors or salesmen, irrespective of how 
adaptable for the work they may be, 
have more or less of a dread in ap- 
proaching strangers. 

As an illustration of this let me in- 
stance a friend of mine in Cleveland 
who is regarded in insurance circles as 
one of the few big producers of the 
countrv. TI said to this man not long 
ago: “Bill, do you ever feel afraid when 
you approach a stranger on the subject 


of insurance?” “I certainly do,” he re- 
plied, “and curiously it is not until I 
get to the door of his private office 
that I begin to get nervous; it is then 
that I have a wild desire to rush away 
and dodge the issue. Of course, I don’t 
feel this now as keenly as I did when 
I first started out in my career, but 
the sensation of fear or nervousness at 
such times is never entirely absent.” 

I have known many very successful 
solicitors who feel the same way. An 
acquaintance of mine in Boston, whose 
company is rated well up in Bradstreets, 
told me that he has frequently walked 
several times around a building where 
his prospect’s office was located, before 
he actually mastered sufficient courage 
to importune a prospective customer 
he had never met. 

Hates To Meet Strangers Himself 

While I have personally for many 
years sold my own services to indus- 
trial organizations in all parts of the 
country, I confess that to this day I 
do not entirely relish the idea of in- 
troducing myself and my business to a 
stranger. 

Some there are perhaps, who are so 
adaptable for the profession of selling 
that they never feel such sensations as 
I have described, but I believe those 
are in the small majority of solicitors 
and this article will scarcely interest 
them. 

Many a sales manager will tell you 
that one of his most difficult problems 
i; to make field men call regularly on 
new prospects and all sorts of prize 
contests and other carefully thought 
out methods are constantly being ar- 
ranged to help provide a stimulus to 
obviate such conditions. 

Likewise, “leads” of various kinds 
are frequently provided, the object of 
which is to furnish an introduction, or 
I might say, an “excuse” for a first in- 
terview with prospects. 

Familiarity Breeds Business 


Familiarity is said to breed con- 





tempt, but it seems to me that famil- 
iarity often breeds business and it is 
to briefly outline a few ideas along 
these lines that I am writing this arti- 
cle for The Eastern Underwriter. My 
suggestions will not embody any start 
ling ideas, nor perhaps appeal to the 
Old Timer, who seldom approves of 
anything not used in the hey day of his 
own youth. But, perhaps I shall be 
fortunate enough to furnish a few use- 


ful thoughts for the man who wishes 
to further spread his influence and 
proclaim his service over an ever- 


widening field. 

To begin, therefore, let me state that 
my own offices are about a mile out- 
side of the business section of the city 
end as my name is in a number of blue 
books and lists of executives, I may be 
said to be an ideal subject for long dis- 
tance attempts to interest me in the 
subject of Insurance in its various 
branches. 

I am, therefore, the recipient of all 
sorts of written and printed “media,” 
good, bad and indifferent, calculated tod 
awaken some sort of a response where- 
by I will furnish the sender an excuse 
for calling and presenting his proposi- 
tion. 

No Persistence 

And most of them are uninteresting, 
vague and anaemic attempts to flag my 
interest, but, what is even more disas 
trous to their fruition, these attempts, 
even when well planned, are not sus- 
tained or long continued. 

The sender makes one, or maybe 
two abortive “drives” in the course of 
a year and then, not hearing from me, 
evidently gives up in disgust and looks 
to new fields of operations. 

But our old friend Cato, the Roman 
Senator, had the right idea. You may 
recall that having decided to his own 
satisfaction that Carthage was a men- 
ace to the Romulus and Remus empire, 
he arose every day in the Senate and 
exclaimed at the end of each speech, 
“Carthage must be destroyed,” and at 
the end of seven years he succeeded 
in getting his ideas across and Rome's 
rival city was eventually wiped off of 
the map. 

“Consistency, thou art a jewel,” says 
Shakespeare. Yes and_ persistency 
thou art a jewel of equal value. 

How To Get Acquainted 

Now, assuming that the above con- 
ception is a correct one, how are we to 
plan and carry out our introductory, 


“let’s get acquainted,” persistent, cam 
paign? 

This will naturally depend on the 
territory we are going to “work,” ‘e., 
the kinds or types of men we are seek- 
ing to interest, their social and finan- 
cial condition and the sort of insurance 
service we are trying to sell. 

I fear that the reader’s patience and 
the present cost of news print are not 
to be had at present in sufficient quan- 
tity to here elaborate such plans, but 
I will say this—No such effort or plan 
should be carried out which denends 
for its success entirely on the per se 
message you wish to deliver. Your 
communication, after all is said end 
done, will be merely an advertisement, 
stating that insurance is worthwhile 
and that your proposition in particu- 
lar is of unusual and valuable moment. 

Where To Deliver Your Message 

Now, an advertisement in a news 
paper depends largely for ita success 
on the worth of the medium as a whole, 
in which it appears. A newspaper 
which is well and interesting!y edited, 
which contains in addition to its ad- 
vertisements matters and items of real 
news and interest, is obviously the one 
in which your message will produce 
the best results. Naturally, no period- 
ical could exist which contained noth- 
ing but advertisements and by the 
same rule no personally written or 
printed message or series of messages 
sent to a prospect through the mails 
is as productive of final results if it 
carries nothing but your effort to in- 
troduce YOUR business. 

It should contain something else of 
interest to at least give it what I like 
to call a survival value. Something 
calculated to salvage at least a fair 
proportion of the “cargo.” 

This survival value may consist of 
various things. The character of the 
advertisement itself must be well and 
interestingly expressed and the “sur- 
vival value” part must be chosen with 
an eye to the general character, intelli 
gence and habits of the men on your 
list. 

Survival Values 

I have personally planned a great 
deal of “survival value” media for such 
campaigns. Sometimes these would 
take the form of attractive and timely 
jilustrations of men and events. Some- 
times a reprint of a brief anecdote, 
speech, or poem Sometimes some- 


thing useful for the desk or pocket, 





premium-paying insurance in force 
more than 1% was allowed to lapse. 


enthusiastic advertisers. 








The Best Evidence of Efficient Service 

During 1919 the representatives of the Massachusetts Mutual deliv- 
ered policies aggregating $131,103,768—an increase of more than 100% 
over the amount delivered in 1918. Of this over 35% 
of persons already insured in the Company. Less than 1% of the total 
was surrendered and only slightly 


that the faithful and efficient service of the Massachusetts Mutual is 
appreciated by its policyholders, who are its staunchest friends and most 


JOSEPH C. BEHAN, Superintendent of Agencies 
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Springfield, Massachusetts 
Incorporated 1851 
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but always something in addition to 
the insurance message itself. 

As I have already stated, the charac- 
ter of this media should depend large- 
ly upon the type of men you have on 
your list. If you are working in an 
agricultural community you would nat- 
urally perhaps plan your media along 
li:es having to do with the tilling of 
the soil or the harvesting of crops: if 
you were directing your appeal to a 
list of golf enthusiasts you would seek 
for and select material of interest to 
golfers and so on ad infinitum, 

If it were possible it would of course 
enhance the value of your message to 
send each individual something of in- 
terest based upon your knowledge of 
his hobby, for every man has a hobby 
which interests him decidedly and 
usually to the exclusion of most every- 
thing else and anything having to do 
with it he will favorably ‘fall for’ nine 
times out of ten. 

But, and as St. Paul says, “here is 
the substance of the whole matter,” 
your effort whatever its nature, must 
like Cato’s, be persistently carried out 
month in and month out. Nothing 
must be allowed to happen to _ inter- 
fere with its regular functioning, for 
it is in its cumulative value that you 
will eventually reap your harvest. 

Even though you may not receive any 
acknowledgment from your prospects 
you will gradually discover as you call 
upon them personally during the prog- 
ress of your “by mail effort” (and this 
feature of the plan must never be 
allowed to slip) that your card or your 
name when announced will be instant- 
ly recognized and your knowledge of 
this fact in advance will go a long way 
to make the personal introduction of 
yourself and your message a much 
more natural, easier and pleasurable 
thing to negotiate. For it is rare to 
find a man who is not susceptible to 
the influence of long continued, friend- 
ly and interesting communications, 

At least it has been my own experi- 
ence that such is the case and that the 
most case hardened old sinner on your 
list will eventually begin to absorb 
your efforts and very frequently ex- 
tend to you a smile and the right hand 
of fellowship, when you finally call 


upon him personally at his place of 
business. 

Last week a young man who has 
lately taken up the selling of Insur- 


ance said to me, after listening to sub- 
stantially the same line of argument as 
above:— 

“Well what are you going to do when 
a man tells you he has been insured 
with the same company for years, has 
always been on friendly terms with his 
broker or agent and his losses have 
been promptly and satisfactorily met. 
What's the use of soliciting a man of 
that character?” 

And I said to him: “Constant drip 
ping wears the stone,” and a prospect 
is still a prospect to me 'till death do 
us part. How can you tell but what 
some change will come over the heart 
of the man you mentiun? How do you 
know but that he will experience an 
unjust settlement? How do you know 
but what his broker will move to Cali- 
fornia or die or go into some other 
line of business,, There are a dozen 
things that might occur to make him 
desire to change his insurance relation- 
ship and if something from you has 
been reaching him regularly and _ per- 
sistently month after month wouldn’t 
if be likely that if some such thing 
happened and he decided to make a 
change that your name and the name 
of the company you represent would be 
the first to occur to him? So long as 
your prospect is a live one; so long as 
he 6r his concern continues in business 
I would keep him on my list just as 
though he appeared as a favorable pros- 


pect. 
“Years ago a printer began to send 
me a personal advertising message 


each month. He kept at it throughout 
the year, and, although he doubtless 
occasionally took a vacation his sys- 
tem never rested. At the time I was 
placing a good many large printing con- 
tracts when suddenly my printer who 
handled these wound up his affairs and 


Soliciting Tips 
From Bond Seller 


A FEATURE OF LOCAL MEETING 


Importance of Acquiring Proper 
Mental and Physical Environment 
Told Life Underwriters 


Those who attended the final Spring 
meeting of the Life Underwriters’ Asso- 
ciation of New York on Tuesday night 
were treated to a real live-wire talk on 
life insurance salesmanship from one 
who isn’t a life agent, but a bond sales- 
man. His name is Frederick H. Ny- 
meyer, born in Holland, raised in In- 
diana, ‘and now with the New York 
stock brokerage house of Sutro & Kim- 
bley, where he is making an excellent 
record, Mr. Nymeyer did not speak 
about the value of life insurance pro- 
tection or describe various policy 
clauses which are offered as induce- 
ments to prospects, but dwelt on what 
he considered the biggest feature of 
salesmanghip, the securing of a proper 
audience. 

As selling life insurance depends 
upon the creation of a desire for pro- 
tection through a personal appeal en- 
tirely and not through practical demon- 
strations or exhibits, the necessity of 
securing a suitable audience with a 
client is absolute according to Mr. Ny- 
meyer. Many life agents lose business, 
he said, solely because they talk life 
insurance at any time or place that 
they meet a possible prospect without 
considering the physical background or 
atmospheric environment. He de- 
scribed this method of approach as 
“neddling” and called it as feasible as 
producing a Broadway show without 


scenery. Granted that selling insur 
ance is a dignified, worthy, and re- 
spected profession, the agent should 


strive to maintain that dignity by talk- 
ing insurance only under the most 
favorable conditions. which means in 
the private office of the prospect where 
sundry diverting influences cannot in- 
terfere. 

To. gain this, endless patience and 
untiring willingness to work are essen- 
tial, the speaker told his audience. Re 
buffs must be expected and overlooked, 
but through courteous persistency in 
the face of odds comes the success 
sought for. When tackling a prom- 
inent business man the agent may have 
to “sell” the office boy, the telephone 
operator, and the private secretary be- 
fore getting to the inner sanctum. 
Courteous treatment rather than a cool 
air of intellectual superiority will more 
often than not win the way for the 
agent to pass these guards. 

Courage to insist upon a private and 
businesslike audience is another attri- 
bute of successful salesmanship. ’Tis 
better to leave a prospect’s office than to 
lose heart and argue insurance at the 
outer rail, in the elevator, or after the 
rush of business hours. Of all things 
preserve the dignity of the calling, Mr. 
Nymeyer said, and don’t allow a man to 
treat an agent as he would a canvasser. 
To sacrifice respect is to injure both 


retired to his farm. I naturally began 
to look around for someone else to 
handle my work and the name of the 
printer who had for nearly two years 
courteously and persistently asked me 
to ‘give him a show’ came to my mind. 
| asked him to come and see me and 
he was the man with whom I eventually 
placed my contracts. 

“A live insurance company, agent, or 
solicitor shouldn’t depend wholly on 
leg work and personal solicitation. He 
should have still another system to 
help him out. A system which is in- 
telligently planned and_ consistently 
carried out and whose messages are 
constantly carried to the prospect by 
no less a person than George Washing- 
ton himself on a red field and a 
gummed surface on the reverse side.” 


the agent and life insurance, Mr. Ny- 
meyer stated he never sold bonds ex- 
cept during business hours when clients 
have their minds on business affairs 
and believes life agents can do best by 
limiting themselves to that period of 
the day. 

Preserving a proper mental attitude 
toward the importance of insurance is 
also to be considered. Into this factor 
enters the element of dress, so often 
disregarded, because for an agent to be 
otherwise than self-satisfied with his 
own personal appearance makes him 
self-conscious and embarrassed when 
facing his prospect. Thus he diverts 
attention from his business to himself: 
An agent must be thoroughly impressed 
according to Mr. Nymeyer with the 
magnitude and high standing of his own 
calling and reflect it by his method of 
approach, his appearance and_ his 
knowledge of his subject before he can 
convey that impression to others, for 
life insurance does not sell itself. 
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INSURANCE CO. 
(Purely Mutual) 
256 BROADWAY, NEW YORK 


WILLIAM A. MARSHALL 
President 


The 60th Annual statement 

shows admitted assets of 
$37,780,735 and the Insur- 
ance in Force $185,755,819, 
a gain for the year 1919 of 
over $27,000,000. The Insur- 
ance effected during the year 
| was over $40,000,000, or 63% 
more than in the previous 
year. The amount paid to 
policyholders during the year 
was over $4,388,000. 





For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 





256 Broadway, New York, N. Y. 





EXCLUSIVE 
WORKING RIGHTS 
And 
STRONG HELPING 
PLAN 














in a rich and prosperous 
district, are available to a 
life 


who is a salesman, as a 


insurance salesman, 


representative of a strong 


mutual company— 


One of America’s Greatest 


Write XYZ Care of this paper 


























Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 
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THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 
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Is Aeroplane A 
Common Carrier? 


ATLANTIC CITY LITIGATION 





Test Case Being Made By Travelers 
in Case Where Air Passenger 
Was Killed 





Insurance men are showing much in- 
terest in the action brought against the 
Travelers in Atlantic City following the 
death of an aeroplane passenger who car- 
ried a policy containing a double indem- 
nity clause. Liability was denied on the 
theory that the policy did not cover aero- 
plane fatalities. As this is a test case 
The Eastern Underwriter asked counsel 
for both the insured (Louis E, Stern), 
and the Travelers for statements. Mr. 
Stern sent this resume of the case as he 


SCCS it : 
James W. Bew was a passenger in a 
Curtiss aeroplane, piloted by Beryl 


Kendrick, and both he and the pilot 
were killed as the result of a “nose- 
dive” fall of the aeroplane, at Atlantic 
City, on May 24, 1919. 

Bew carried an accident insurance 
policy of the Travelers Insurance Com- 
pany, in the sum of $3,000, with a double 
indemnity clause in the event of death 
or accident being caused in or on a 
public conveyance provided by a com- 
mon carrier for passenger service. 

Demand was made upon the Company 
for the payment of the policy and was 
refused on the ground that the policy 
did not cover accidents or deaths re- 
sulting from participation in aeronaut- 
ics. The policy contains the following 
words: “The insurance herein shall 
not cover * * * injuries, fatal or 
non fatal, sustained by the insured 
while participating in or in conse- 
quence of having participated in aero- 
nautics.” 

No Disputed Facts 

Suit was then commenced and came 
on for trial on the twenty-second day 
of May, 1920. There were no disputed 
facts, and it being purely a question of 
the construction of the policy, the case 
was submitted to the court without a 
jury. 

Edward Katzenbach, of Trenton, N. 
J., representing the Travelers Insur- 
ance Company, contended that the de- 
cedent “participated in aeronautics” 
when he went up in the aeroplane, and 
that the aeroplane is not a common 
carrier. 

The proof was that the neroplane was 
owned by a corporation engaged in car- 


rying passengers for hire, but that it 
had no fixed schedule nor was there 
any proof that Bew paid on the occa- 
sion in question. 

Beneficiary’s Contention 

Representing the beneficiary, my con- 
tention was and still is that: 

1. The words of the insurance policy 
are strictly construed and that if 
there is a doubt as to the meaning of 
any words in the clauses, that the doubt 
must be resolved against the Company. 

2. The word “participate” is based on 
two Latin words “capere” and “Pars” 
—to take a part, and that it means 
something active and he who is passive 
is not a participant. I cited a construc- 
tion of the United States Banking Act, 
where the word “participant” was used 
and the Court held that “participating” 
implies affirmative action of some sort. 
The proof was that the decedent as a 
passenger in the aeroplane, did nothing 
and in fact had to sit still. 

3. The word “aeronautics” means 
“the science of navigating the air” and 
paraphrasing the word “participating 
in aeronautics” would result in the fol- 
lowing language: “to take a part in the 
science of navigating the air’; that a 
person knowing nothing about the sci- 
ence and doing nothing towards the 
furtherance of the science of sailing In 
the air, is not a “participant” in the 
science of it; hence the clause did not 
carry. 

Calls Aeroplane a Common Carrier 

4. I contended further that an aero- 
plane must be construed to be a com 
mon carrier, since the Company which 
owned the aeroplane was engaged in 
nothing else except carrying passen- 
gers for hire. I cited precedent after 
precedent, showing that an automobile, 
rented for special occasions, and driven 
at the direction of the person hiring the 
machine, has been held to be a com- 
mon carrier. 

Boats operated under like circum- 
stances have been held to be common 
carriers, and elevators have also been 
held to be common carriers, and con- 
tended that eventually the aeroplane 
will be held to be a common carrier. 
While I could, of course, cite no pre- 
cedent, I contended that by analogy, 
the aeroplane must be considered a 
common carrier. 

The case has not yet been decided 
and is before Judge Ralph W. E. Don- 
ges, of the Circuit Court of New Jersey. 





Mathew Walker, manager of agencies 
of the Provident Life and Trust at 
Philadelphia, announces that its general 
agents’ meeting has been called for 
September 27. 28 and 29 immediately 
following the Boston Convention so that 
their agents can attend both sessions. 
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GROUP INSURANCE 


Forward looking employers carry Group Insurance. 
They find it accomplishes all the results claimed for it. 


| In 1919 The Travelers wrote more Group insurance 
in the United States than any other company. 


Group, and the multiple forms of insurance pro- 
vided by The Travelers, afford agents and brokers great 
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FISKE TO SPEAK 
President of Metropolitan Life and CAPABLE MEN 
Duke of Devonshire On Program of Can Always Be 
Canadian Association WELL PLACED 
The Life Underwriters’ Association Much desirable territory is ready for 
of Canada is to hold its annual conven- Agents who can deliver policies in satis- 
tion in Ottawa on August 17-18. On the J een Inquiries about localities 
program are Haley Fiske, president Met- will Rave carctul sttentien. 
ropolitan Life; President Edwards, Na- U - M Lif 
tional Association; F. W. White, Can- nion utual 1e 
ada Life, on “group insurance”; the I 
Dube of Sevsunie dir Meany Doup- nsurance Company 
ton, Minister of Finance; J. J. Me- " 
Sweeney, Toronto, on “industrial in- renner" MAINE 
surance”; Philip Burnet, Wilmington, ress: 
Del. ané others. ALBERT E. AWDE, Supt. of Agencies 
A i Central Lif 
Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 
Address: 
HERBERT M. WOOLLEN, President 
’ 
Organized 1871 i| 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 










Liabilities 
Capital and Surplus. 
RN GR. WBisackcssasesicesscsess 





Payments to Policyholders.................... i 
Total Payments to Policyholders since Organization................ 


JOHN G. WALKER, Pres‘dent. 


$ 20,700,133.74 | 
18,650,203.62 


851,338.97 
23,840,173.80 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS 


For Agency Contracts address 


0. S. CARLTON 


PRESIDENT 














37,005 


basis. 
surers since 1878. 





PEOPLE 


wrote to us last year and asked for an illustration of our “Income for 
Life” at their age. This valuable lead service explains why our 1919 
business showed a gain of 81 per cent. 


The Fidelity operates in 40 states. Full level net premium reserves 
Insurance"in force over $173,000,000. 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


Faithfully serving in- 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 








June is “Policy- 
holders Month” 
with the New 
England Mutual. 
In a letter to ag 
ents Vice-President Appel says in part: 

“What do you know of the life insur- 
ance needs of that man you wrote some 
years ago? What assurance have you 
that his insurance is entirely adequate 
to his present requirements? Have you 
kept in touch with the prosperity of his 
business, or have you abandoned him to 
other influences for advice and direc 
tion? 

“It is our desire that every 
holder in this Company be called upon, 
preferably by the agent who influenced 
the business; assured of the interest of 
the Company in his life {nsurance wel- 
fare: offered the benefit of our knowl- 
edge and experience, and incited to a 
more complete understanding of his 
relation with the Company and as such 
his influence on its growth, to his per- 
sonal advantage. 

“The agent who recognizes the oppor- 
tunity and the obligation, and who 
makes both the guiding principle of his 
June work, will be serving his Company 
and his clients worthily.” 

+ + + 


Policyholders 
Month of 
New England Mutual 


policy- 


The following letter, dated 


Forthe April 30, and written by an 
Good of agent of another company, 
the Cause seems to represent’ the 

“modern spirit of life insur- 
ance.” 


The Northwestern Mutual Life Insur- 
ance Co., 
Milwaukee, Wis. 
Gentlemen:— 

If you will pardon me for what may 
appear to be “butting in” on your 
business, I believe I am in position 
to do you as well as one of your 
policyholders a favor. [ find Mr. 
aa Ae eR who lives at... .cccrccves 
has lapsed policy No. 1030446 which 
he has carried with you for some 
few years, and the principal reason 
for said lapse is that he did not un- 
derstand the provisions of his policy 
until I explained same to him a few 
days ago. He had fully made up his 
mind to discontinue his policy, but 
I have shown him where he would 
be making a mistake to cancel a pol- 
icy that has been in force as 
long as this one has, and he has de- 
cided to re-instate same. If you have 
an agent near who can take care of 
cee Dusiens for MP... .ccccccccssces 
and will have him call, he can re- 
instate the policy. In case you have 
no agent in the yicinity of.......... 
and will forward the necessary pa- 
pers for me I will be glad to take care 
of the case for you without any 
charges. 

With kindest regards, I beg to re- 
main, Very truly, 

It is perhaps unnecessary to add that 
we are very appreciative, 
* + * 


The question of long en- 


Long dowments is discussed by 
Endowment the Provident Life & 
Policies rust Co.—a favorite sub- 


‘ ject—in the current issue 
of “Provident Notes.” 

“It is not our function, however, to 
preach a crusade against insurance 
which is payable at death only,” that 
publication says. “Our function is to 
sell policies, and where the circum- 
stances indicate a long endowment, to 
sell long endowment. If we are going 
about our selling efficiently we must 
not waste time decrying any, particular 
form of policy. A prospect does not 
like a knocker, Knocking creates un- 


necessary obstacles. Efficiency con- 
sists jn presenting long endowment so 
attractively on its own merits that the 
prospect forgets all about the life form 
and desires the long endowment. Other- 
wise, we bring into our canvass an ele- 
ment of competition. We want to be- 
ware of having in our own minds too 
competitive an idea of the superiority 
of long endowment over forms that are 
payable at death only. If we ourselves 
aave back in our minds such a competi- 
tive idea, we are apt to suggest the idea 
of competition and create obstacles 
which make for waste of time and for 
inefficiency. 

“We speak of brushing aside compe- 
tition with another company. You all 
of you know how often this can be done. 
The mention of another company by 
the prospect may not really mean com- 
petition. You talk Provident and make 
the Provident so attractive that the 
prospect forgets all about the other 


company and takes the Provident pol- 


icy. Now suppose there is no other 
company on the case. You have men- 
tioned long endowment and the pros- 
pect suggests a life policy. Don’t jump 
to the conclusion that there is compe- 
tition between the Provident long en- 
dowment and the Provident life policy. 
In most cases there really isn’t such a 
competition. Don’t make the mistake 
of suggesting it to your prospect’s 
mind, for then you are only creating un- 
necessary obstacles to your canvass. 
There can be competition between two 
ideas just as there can be competition 
between two companies. Don’t knock 
your prospect’s ‘life’ idea. You will only 
be bringing on a ‘locked horns’ form of 
competition between your endowment 
idea, and his life idea. 

“Go about it with the same skill you 
would have shown had he mentioned 
the name of another company. Avoid 
the competition by offering your long 
endowment in so courteously attractive 
a manner that the prospect will forget 
all about his own idea and will become 
so enamored of the long endowment he 
will insist upon having it. The skill 
of an agent in selling long endowment 
can be measured pretty accurately by 
the degree to which he can keep -his 
own mind free, and his prospect’s mind 
free, too, from the false notion that 
there exists a competition between the 
long endowment idea and the life idea. 
It is a peculiarity of human nature 
that a man may set very little store 
upon one of his opinions, until it is 
attacked. A frontal attack upon his 
opinion, however, rallies him to its de- 
fense. His mind then concentrates 
upon the act of defending, not upon the 
quality of what he is defending. ‘There 
is as much skill in the avoidance of 
the competition between two ideas as 
there is in the avoidance of competi- 
tion between two companies.” 





THE COST OBSTACLE 
Focus the attention of the prospect 
upon the Income the Beneficiary will 
receive. Create a desire to provide 
that Income. A prospect will leap over 
the cost obstacle if there is something 
on the other side that he wants, but 
he will not even try if he does not see 

a good reason.—The Radiator. 





SAN JACINTO REVIEW 

The San Jacinto Life has begun the 
issuance of a monthly paper for agents, 
which it calls “The San Jacinto Re- 
view.” The first number is well- 
printed, contains much uplifting matter, 
and pictures and records of leading 
agents. This Company recently pro- 
duced $1,718,000 new business in two 
months, 


PURELY MUTUAL CHARTERED 1857 


THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
WM. D. VAN DYKE, President 


INSURANCE IN FORCE, $1,680,936,546 


SATISFIED POLICYHOLDERS each year apply for over 85% of the 
new insurance issued 


POLICIES MOST FLEXIBLE AND EASY TO SELL 
Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


Investigate GEO. E. COPELAND, 
before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. 








The Columbian National Life Insurance Company 
Boston, Massachusetts 


ARTHUR E. CHILDS, President 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Low Guaranteed Rates 

















THE MAN 4x» THE JOB 





The time which all employees have looked forward to, 
when the job would be hunting the man instead of the man 
hunting the job, has evidently come. If you can do anything 
in the way of producing material or moral values, the job is 

aiting for you—looking for you. Life insurance companies 
have heretofore been in the position of the employee who had 
to hunt his job in order to get the opportunity to do the work 
he was able to do for the benefit of his employer and the com- 
munity at large. Now employers are looking for men and 
men who need life insurance are looking for a life company 
that will insure them. 


This advertisement is therefore printed here to notify the 
public that the New York Life Insurance Company, organized 
under the laws of the State of New York in 1845, is r sady to 
do the job for those who need life insurance. The Company 
did the job for over TWO HUNDRED THOUSAND MEN 
AND WOMEN in 1919, but was obliged to turn away over 
FIFTEEN THOUSAND, not because the Company’s facilities 
were not ample, but because they applied too late—they were 
no longer insurable! They wanted protection to the amount 
of SIXTY MILLION DOLLARS, and the Company could not 
furnish a dollar. 


So the Company is printing this notice to the effect that it 
is ready to do the job for healthy men and women, on appli- 
cation. Its facilities are ample, its work has behind it the 
guarantee of seventy-five years of faithful service, a mutual 
organization with a membership of over a million insured 
persons, with ample reserves to meet every contingency. The 
Company has Branch Offices in the principal cities, and 
Agencies in nearly every county. You can easily find one and 
he will do the job—if you haven’t waited too long. 


New York Life Insurance Company 
346 & 348 BROADWAY, NEW YORK, N. Y. 
DARWIN P. KINGSLEY, President 











| 





“OR RERERETIE 











920 








eee 





ONO as ake 


tat 


June 11, 1920 


THE EASTERN 


UNDERWRITER 


9 





“Give a Dog a Bad Name and Hang Him” 


By WILLIAM ALEXANDER, Secretary Equitable Life Assurance Society 


An old proverb teaches us that if a 
dog—even a good dog—is given a bad 
name, his usefulness will be at an end, 
and he may as well be got out of the 


way. ie | 

Now, if there ever was a time when 
this proverb should be taken to heart 
py all our people—high and low, rich 
and poor, prosperous and needy—it is 
at this very moment; for the wellbeing 
of all classes is threatened because a 
bad name has been given to one of the 
most useful things we have. The result 
is that some of our people are clamor- 
ing to have it destroyed—they want it 
hung. That thing is CAPITAL. 

If we husband capital and use it 
properly, the prosperity of all classes 
will be advanced. If capital is dissipat- 
ed simply because it has been given a 
bad name by the champions of the labor- 
ing classes, all will suffer. And the 
working men and their families will 
suffer most. 

Capital Is Not Money 

Working men should remember that 
capital is not money. Money is not use- 
ful because of its intrinsic value. Its 
value is measured by its usefulness, A 
traveler in the desert who reaches an 
oasis can for a few coppers get a native 
to bring him a jar of water, and the 
native will accept the coppers not be- 
cause he can eat them but because he 
can buy with them a meal of dates or 
bananas. After that if the traveler gets 
lost in the desert where there is no 
water, his money will be without any 
value whatsoever. Even if he has 
$10,000 in his pocket he will be unable 
to exchange it for a mouthful of water. 

Thus, it is with the worker in a fac- 
tory. He knows that the corporation 
has a capital of $2,000,000, and he de- 
mands an increase of wages, imagining 
that the corporation pays his wages out 
of the capital, and can easily increase 
his pay. But if this were so this money 
would soon be exhausted; the corpora- 
tion would be ruined, and the income of 
this workman would be cut off. 


Conversion of Capital 

This capital has ceased to be idle 
money. It has been converted into 
buildings, machinery, and raw material. 
Nor could it be re-converted into money 
to pay wages without crippling the busi- 
ness. 

The wages come from the money 
made by the corporation in selling its 
product. These wages, aS a matter of 
fact, are really paid by the ultimate con- 
sumer, If, therefore, the workers want 
increased wages, and do not wish at the 
same time to cripple the corporation 
that employs them, they must increase 
their efficiency—-do more and_ better 
work—aid in extending the business of 
the concern. Thus with larger produc- 
tion profits will increase, and it will be 
possible to increase wages without, so 
to speak, killing the goose that lays the 
golden eggs. 

Those who are interested in this sub- 
ject should read Samuel Crowther’s 


hew book entitled “Why Men Strike,” 








published by Doubleday, Page & Com- 
pany. 

Capital exerts enormous power— 
power for goed. And if at certain times, 
in certain ways, by certain people who 
have controlled capital, this power has 
been misused, its great value should not 
be sacrificed for the purpose of remedy- 
ing incidental evils. 

To cut a man’s head off to cure a cold 
is not economical. 

When the tame bear threw a rock at 
the fly on his master’s head, he killed 
the fly. But his solicitude went too far. 

In periods of excitement there is al- 
ways danger that in the effort to elimi- 
nate some evil the good associated with 
it will be sacrificed also. 


An Illustration 


Life insurance furnishes a good illus- 
tration of this. In 1905 the American 
life insurance companies were charged 
with extravagance, and it was asserted 
that this extravagance was due chiefly 
to the large surplus accumulations of 
these companies. 

Now, it is the chief boast of the most 
prosperous banks and trust companies 
that they have great surplus strength; 
and everyone will agree that in the 
management of our life insurance com- 
panies financial strength is all impor- 
tant. But at the time referred to sur- 
plus had been given a bad name, and, 
as our insurance laws were then being 
revised, a bill was introduced for the 
purpose of compelling the companies to 
distribute almost all their surplus. 

The companies were paying to their 
policyholders every year their full share 
of surplus, and the surplus not dis- 
tributed was held for their protection. 
Consequently, this action was unneces- 
sary; and if this bill had become a law 
the safety of the insurance companies 
would have been imperiled. Undoubt- 
edly some of the weaker organizations 
would have been forced to close their 
doors during the panic of 1907 which 
created such havoc a few years later. 
Fortunately, wiser counsels prevailed, 
and under the law actually adopted the 
companies were permitted to retain a 
larger percentage of surplus than had 
been contemplated in the beginning. 

Another Life Insurance Illustration 


Individual raindrops, and the rills 
that wind through our meadows, have 
little power, but the waters of the 
Great Lakes that pour through the Ni- 
agara Gorge furnish power sufficient to 
do stupendous work. This suggests an- 
other life insurance illustration: People 
all over the United States are deposit- 
ing small sums with the insurance com- 
panies. Most of this money if not saved 
in this way would be wasted. But 
gathered together, as it is by the insur- 
ance companies, it forms great reser- 
voirs of capital for investment. This 
capital belongs to these policyholders, 
and is returned to them when due, but 
in the meantime it is invested and 
earns interest for their benefit. 

Nor is this all: the prosperity of the 
country largely depends on the advan- 
tages resulting from the wise use of 
this money while it is under the care 
of these companies; for they keep it in 
constant circulation. They do not spend 
it, or give it away, but lend it on a 
well secured basis to those who need 
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Southwestern Life Insurance Co. 


Home Office, DALLAS, TEXAS 








capital—to railroads, to municipalities, 
to farmers who need money to pay for 
buildings, agricultural tools and ferti- 
lizers, and to men of limited means 
who wish to own their own homes. 

Quotes L. F. Abbott of “The Outlook” 

Note what Lawrence F. Abbott, editor 
of “The Outlook,” has said on this sub- 
ject: 

The American public does not yet even begin 
to realize what the life insurance companies 
have done in the way of enabling the indi- 
vidual citizen to save his money and put it to 
useful work, not only in promoting his own 
prosperity but also in developing the resources 
and general welfare of the country * * * What 
are these Rigantic assets doing? They are 
building railroads, erecting mills and factories, 
clearing land, cultivating farms, and furnishing 
much of the industrial power and energy which 
has made the people of the United States the 
greatest nation in the world. 

This money has great power for good 
because in the case of each company it 
is gathered together and forms a great 
investment fund. And it is capital, al- 


though it is given a different name and 
is referred to as the “assets” of these 
companies. 

Thus it is with all aggregations of 
capital. A manufacturing company 
must have capital to pay for its plant, 
its machinery, its raw material. Destroy 
the capital and there will be no work to 
be done, and no money earned with 
which to pay those who are willing to 
work. If, on the other hand, the work- 
men strike, they will not earn anything 
while they are idle, and if they win the 
strike and secure exorbitant wages, 
business will languish, prices will con- 
tinue to rise, and the prosperity of these 
workers will be short-lived. 

Capital and labor are like the two 
parts of a pair of scissors. If joined 
together, good work can be done. If the 
two parts are separated nothing can be 
accomplished. 


Nothing to Be Gained by Conflict Be- 
tween Labor and Capital 

There never has been a time when 
those who control capital have been so 
willing as they are today to remedy the 
evils of the past, and to cooperate with 
the laboring classes. What then should 
be done? Can anything be gained by a 
conflict between capital and labor? No. 





ests of all members. 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
8% reserve 


which in the sum of 














SECURITY MUTUAL LIFE INSURANCE COMPANY 
Binghamton, N. Y. 
David S. Dickenson, President 


Offers good territory and a liberal 
contract to reliable men of ability. 


For Particulars address 


C. H. JACKSON, Superintendent of Agencies 



























Incorporated 1844 


B. H. WRIGHT, President 


State Mutual Life 


Assurance Company 
of WORCESTER, MASS. 


Commenced Business June 1, 1845 


1920 


IS THE 75th ANNIVERSARY OF OUR 
COMMENCEMENT IN BUSINESS 


From the beginning the first consideration has been to 
furnish absolute protection to policyholders and beneficiaries. 


This practice has résulted in satisfied policyholders —the 
first essential to the agents’ success. 


D. W. CARTER, Secretary 


STEPHEN IRELAND, 
Superintendent of Agencies 


————— 
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Many of our existing troubles are due 
largely to the fact that capital and 
labor are not working in full harmony. 

This lack of co-ordination is partly 
responsible for the depreciation in the 
value of the dollar, and the high cost of 
living. 

The war has resulted in the destruc- 
tion of property; much of the work 
that has been done during recent years 
has been devoted to the manwfacture of 
things that have destroyed themselves 
and have aided in the destruction of 
other valuable things. How are these 
losses to be repaired? By the conserva- 
tion and proper use of capital on the 
one hand; and, on the other hand, by 
industry, not only of the working class- 
es, but of all our people, so that in- 
stead of producing less than we need, 
we shall produce more than we can use. 
Then those who control capital will 
prosper and be able to pay liberal 
wages to those who work for them. 
Then prices will come down, and the 
earnings of the people will again be 
worth double what they are today. 

In “Coriolanus”’ Shakespeare makes 
good use of the fable describing the con- 
flict that once raged between the dif- 
ferent members of the human body. I 
should like to quote the first scene of 
that play, for it teaches us a timely 
lesson. But I have only sufficient space 
to say in conclusion that if our work- 
ing men (representing the hands and 
feet of the body) wish to starve to 
death, the quickest way to go about it 
will be to dissipate capital (represent- 
ing the stomach of our economic body). 

Someone has asked this question, “If 
you owned the goose that laid the gold- 
en eggs, wouldn’t you insure her life?” 
Those who would destroy capital are 
so eager to get the golden eggs that 
they are oblivious to the fact that there 
is danger that the source of the eggs 
will be cut off. 





In a talk before the 
Corporation Life Insurance In- 
Insurance as stitute of the Unt- 
Commercial Asset versity of Manitoba 
Darby A. Day, Mu- 
tual Life, said recently that the use of 
corporate insurance, as a commercial 
asset, is hardly realized in this country: 
“We have hardly realized—with all 
due respect to the development of in- 
surance during the past century—the 
many possible uses and extensions to 
which the life insurance principle can 
be put. In due time it will occupy a 
large place in the investment field to 
protect an individual's investments 
against the contingency of a changing 
market, just as one’s property is pro- 
tected against the contingency of fire 
or one's life is protected against the 
contingency of death. Wherever in the 
business world chance is found—and 
that is everywhere—there the insurance 
principle is applicable, for insurance is 
the only known method by which indi- 
vidual risks may be reduced through 
their combination with other risks, and 
thus nullify the laws of chance.” 





IT’S WORK THAT COUNTS 

John T. Bruton, of the Pan-American 
Life, Havana, Cuba, says: 

I have written insurance over a 
great deal of the Southern State ter- 
ritory and Latin-America, and I find 
there is one thing that enters into life 
insurance everywhere, regardless of 
nationality, viz: if any man gets up at 
6 o’clock in the morning and works 
until midnight he will write plenty of 
applications. 





C. M.'s 1920 GAIN 
The Connecticut Mutual up to May 31 
had made a gain for the year 1920 of 
$15,539,784 in force. 





Percival L. Cochran has been appoint- 
ed general agent of the life depart- 
ment of the Pacific Mutual in Montana. 





The Philadelphia Life is preparing to 
actively operate in Arkansas upon H- 
cense being granted. 
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Travelers Club’s Prize 
Winners Announced 


WOMEN 





MEN TRIUMPH OVER 





List of Prize Winners; One Hundred 
and Six Eligible for 
Certificates 





Ninety-two men and sixty three wom- 
en employes of the Travelers had 
cause for rejoicing Friday when they 
were presented with prizes as the re- 
sult of their efforts in the Travelers 
Extension School. Heretofore, in con- 
tcsts of this kind, where both women 
and men employes of the Travelers 
took part the women always won by a 
sweeping majority. This time, how- 
ever, mere man turned the tables and 
it was a complete surprise. 

The extension school, which is con- 
ducted by the educational committees 
of the Travelers Club and the Trav- 
elers Girls’ Club, assisted by the de- 
partment of instruction and training of 
the company, was organized early in 
January. The courses of study in- 
cluded classes in various lines written 
by the company and also business Eng- 
lish. All of these courses were de- 
signed to give a brief but comprehen- 
sive survey of the subject; the whole 
course to be completed in twenty-six 
lessons. The classes in group insur- 
ance had to be omitted because of lack 
of time and the severe weather condi- 
tions in January and February which 
necessitated the extension of other 
classes into May. 

At the outset no less than nine hun- 
dred and ninety individuals registered 
for the classes, but only five hundred 
and twenty-nine appeared ‘at the first 
sessions. This number was reduced to 
three hundred and seventy-four at the 
beginning of the second week. Two 
hundred and twenty-eight continued to 
the end of the courses, however. The 
average attendance was two hundred 
and forty three. 

Of those completing the course one 
hundred and fifty-six were eligible for 
certificate. One of the reasons for this 
was because of the rules made by the 
educational committee which called for 
an attendance of at least seventy-five 
per cent of all the sessions for qualifi- 
cation for a certificate or prize. Al- 
though the taking of examinations was 
wholly voluntary one hundred and six 
submitted to the tests and of these 
eighty passed successfully. 

The three attaining highest rank in 
each of the groups of subjects were 
awarded major prizes of $50, $35 and $25 
respectively. The balance of those tak- 
ing the tests were divided into classes 
A, B, C, D and E. Those attaining the 
qualified number of sessions were put 
in class E. A bonus of $20 was award- 
ed to all those in class A while those 


TAX RULING 
Amounts received by an individual 
beneficiary or by the estate of the in- 
sured under the terms of an ordinary 
life. continuous installment bond con- 
tract issued by a life insurance com- 
pany are exempt from tax under the 
provisions of section 213 (b) 1, Rev- 
enue Act of 1918. This applies not 
only to the installment payments re- 
ceived but also to any dividends re- 
ceived under the terms of the bond. 
—Treasury Department, Bureau of 
Internal Revenue, Bulletin No. 
14-20, Income Tax Ruling No. 825, 
p. 12 





A taxpayer who borrowed money for 
business purposes and was required to 
take out life insurance in favor of the 
lender as security for the loan, is en- 
titled to deduct the premiums paid for 
such insurance as a business expense 
under Section 214 (a) 1 of the Rev- 
enue Act of 1918; however, the pre- 
miums will cease to constitute a busi- 
hess expense upon maturity and pay- 
ment of the loan. 

—Section 214 (a) 1, Article 101; 

Business expenses. 6-20-726 
O. D. 396 


in class B received $15, class C $10 and 
classes D and E $5. By this arrange- 
ment each member attending the quali- 
filed number of sessions received an 
award of $5. 
The Prize Winners 

In the compensation liability and in- 
demnity classes Alfred E. Dimes of 
the automobile department came 
through with colors flying and easily 
captured first prize while Miss Grace A. 
Jones, liability history department, took 
second and E. Selden Geer, underwrit- 
ing department, third prizes. First 
prize in the life, accident and health 
classes went to Hugh Harbison, of the 
liability department. Earl M. Clay, of 
the policy loan department, took sec- 
ond and W. L. Flynn, of the audit de- 
partment, and Miss Eleanor M. Horan, 
of the business extension bureau were 
tied for third place. In the business 
English class first prize went to Miss 
Alice Kent, of the instruction and train- 
ing department, second to Miss Mary 
B. White, of the liability department, 
and third to Miss Helen L. McManus, 
also of the liability department. 

Messrs. Denniston, Stanley, Bloxham 
and Spencer of the department of in- 
struction and training, and Melvin, 
Wright, Horsey, Whitney, J. D. Flynn, 
Mason, Elston, Burdick, Bagley, Smith, 
Williamson, Burnham, Rhodes and Hay- 
den were instructors for all the classes. 





EDWARDS’ TOUR OF SOUTH 





Found Great Interest in Life Insurance 
Sales Schools and Extension 
of Business Insurance 





In his recent tour of associations in 
the South, President J. Stanley Ed- 
wards of the National Association of 
Life Underwriters visited Little Rock, 
Memphis, Nashville, Chattanooga, At- 
lanta, Columbia, Raleigh, Washington 
and Richmond. In returning westward 
he was the guest of honor at meetings 
held by the following associations: 
Harrisburg, Pittsburgh, Louisville, In- 
dianapolis, Peoria, St. Louis, Chicago 
and Des Moines reaching home in time 
for the annual meeting of the Colorado 
Association held Friday May 28. 

At all of these meetings the practi- 
cal work being done by the Association 
through its publications, in education 
and in founding schools of life insur- 
ance salesmanship, in legislation and 
in the extension and use of life insur- 
ance for credit and business purposes 
was emphasized. The wider recogni- 
tion now accorded life insurance men 
as useful citizens and the economic im- 
portance of life insurance to the Amer- 
ican people as an institution, was illus- 
trated. At practically all of these 
meetings substantial reports of mem- 
bership gains were announced by the 
local associations running to several 
hundred in some of the larger cities. 
The necessity of employing paid secre- 
taries in the larger associations was 
recognized. The significance of the 
series of sales congresses held through- 
out the country under the auspices of 
local associations is apparent and Presi- 
dent Edwards pointed out that life in- 
surance men no longer have any ex- 
cuse for failing to identify themselves 
with their nearest local body of Under- 
writers. All who could were urged if 
possible to go to the National Conven- 
tion at Boston in September where will 
be held as a fitting culmination of all 
Sales Congresses the greatest Sales 
Congress in quality of program and 
point of numbers ever assembled in the 
world of life insurance, 

The meeting of the General Agents’ 
Association of the John Hancock Life 
will be held at Swampscott, Mass., just 
before the National Life Underwriters’ 
Convention so that agents may attend 
both sessions. 





FINE RECORD 
The business of the New York Met- 
ropolitan District of the Equitable So- 
ciety paid for up to May 24 equaled that 
paid for during the entire year 1918. 





The Northwestern Mutual Life paid 
for $36,288,705 in April. 








_ HOME LIFE INSURANCE COMPANY of AMERICA 








INCORPORATED 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of polic 
next birthday to 60 years. policy contracts from age 3 months 


pen eon POLICIES are in full immediate benefit from date of issue. 
INARY POLICIES contain a valuable Disab: quar- 
anteed by State Endorsement. ee oe ae 
GOOD CONTRACTS FOR LIVE AGENTS 
Executive offices No. SOG Walnut St., Philadelphia, Pa. 
BASIL S. WALSH, President JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treasurer 

















$100,000,000 - INTERNATIONAL LIFE 
Smashed world records three ways in 1919. Come 


on in boys while the going is good. Great policies 
and jam up service. - - - Write for contract. 


INTERNATIONAL LIFE OF ST. LOUIS 

















PENNSYLVANIA OPPORTUNITY 


If vou are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend recerd, 
it will be to your interest to investigate our propesition. 








Address, PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City 











More Than One Million Policies Now In Force 
Only four other life insurance companies in America have more policy contracts 
in force than this Company. A study of the following growth in ten years is invited: 


Jan. 1, 1910 Jan. 1, 1915 Jan. 1, 1920 
En a eRe eT ES 867, 763, $18,682,446 
EY Gl: TO, cans ncnendiecpanceatsunevaeea 342,972 . 1,058,956 
BEOUPES Gi Di oievincceevtcvevacccesesss 44,780,907 79,619,435 191,495,761 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
Western Pennsylvania, Michigan, Illinois, Missouri, and New York City 


THE WESTERN AND SOUTHERN LIFE INS. CO. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 


est Virginia, 























Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Total Resources Dec. 31, 1919.... over $7,500,000.00 

Insurance issued during 1919..... over 26,000,000.00 

Insurance in force Dec. 31, 1919.. over 70,000,000.00 
THE PAN-AMERICAN WAY. 


In keeping with the higher Ideals and Ethics of the Business, the Pan- 
American does not seek to employ agents of other companies, but by 
interesting men of intelligence, character and clean record, instructing 
them by correspondence, and assisting them in the active co-operation 
of specially trained men, it has built up a field organization that is 
prosperous and contented. 

What those agents are doing, you can do, if you have the Will—the 
Pan-American Way is open to you. 


Address: E. G. SIMMONS, Vice-President and General Mer. 
NEW ORLEANS, LA. 




















IN THE CENTER OF THE U.S. A. 


is located a big, vigorous, and growing 
institution of Life Insurance. 








Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $220,000,000 of insurance in force. 





Investigate for yourself. 


Missouri State Life Insurance Company 
M. E. SINGLETON, President 
St. Louis, Missouri 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager; W. E. 
Editor. The address of the officers is 
the office of this newspaper. Telephone 
2497 John. 


Schram, Associate 


Subscription Price $3.00 a year, Single 


copies, 25 cents. 


Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 


HOW AGENTS CAN EXERT GREAT 
INFLUENCE 

The life insurance agents of the 
United States are patriotic Americans. 
They wield great influence in their sev- 
communities. They can do no 
more public spirited work than to 
spread abroad such truths as_ those 
emphasized in the article headed “Give 
a Dog a “Bad Name and Hang Him,” 
printed on page 9 of this number. 

If this nation is to ve rescued from 
disaster we must work and work hard 

not merely the man who toils with 
his hands, but every mother’s son of us. 

At the present time we are going 
backwards. Our only solution will be 
through industry, thrift and increased 
production. 


eral 


CRANKING MOTOR CARS 

Nearly everybody can run a motor 
car, but very few know how to crank 
one. According to the list of claim 
payments under automobile accident 
policies made public by the Travelers 
on 1919 business there were more 
cranking accidents than there were in- 
juries of any other type. It doesn’t 
seem possible that more persons are 
hurt cranking automobiles than are in- 
jured in automobile collisions, but 
that’s the story which the Travelers 
figures tell. 





EXAGGERATED LOSS STORIES 

In publishing stories of burglaries the 
daily papers vie with one another in 
boosting the amount of the loss to the 
highest figure possible. Quite likely it 
is thought that the public has been edu- 
cated to look upon any figure less than 
a few hundred thousands as unworthy 
of even passing consideration. Now 
comes the burglary in the Caruso sum- 
*mer home at East Hampton, L. I. One 
is told that $500,000 worth of jewels 
were taken; another paper’ says 
$400,000. _ The same fanciful flights 
crept into the stories of securities 
stolen in Wall Street; first reports of 
millions lost later shrank to thousands. 
This exaggeration undoubtedly has a 
bad effect upon weak minds, which may 
be influenced to practice the burglary 


game. On the other hand, the daily 


Industrial Surgical 
Clinic is Opened 


THREE OFFICES IN CITY 


Provides Excellent Medical Service to 
Injured Empioyes; Backed By Drs. 
W. H. Oliver and M. H. Barsky 


Dy. W. H. Oliver, who has done con- 
siderable work for the various casualty 
companies as an industrial surgeon, and 
Dr. Michael H. Barsky, who is also a 
industrial surgeon, have 
opened the Industrial Surgical Clinic 
with three offices, located at 84 William 
Street, 179 Second Avenue and 44 West 
125th Street. 

This is a new departure in this way: 
with the four 
a general surgeon, an 


well-known 


Associated offices are 
specialists, viz.: 
== 

orthopedic surgeon, a neurologist and 
an ophthalmologist, All compensation 
cases are reviewed weekly by a con- 
ference of the industrial surgeon and 
the special surgeon in whose province 
the case belongs; and reports of the 
conference with methods of treatment 
advised are furnished to the carrier. 


In addition the Industrial Surgical 
Clinic has several beds in St. Mark’s 
Hospital for the use of the hospital 


cases where a case can be seen from 
start to finish by its specialists. There 
is also engaged a visiting nurse to see 
the patients at their homes and a serv- 
ice expert who makes visits to the fac- 
tories, securing the co-operation of the 
employers and giving talks to the em- 
ployes on the prevention of accidents 
and the importance of prompt efficient 
first-aid service. 

“Our reason for establishing the In- 
dustrial Surgical Clinic,” said Dr. Oliver, 
“is to furnish the best medical service 
to injured employes. The cost to in- 
dustry is lowered by producing such a 
service, while there is also provided a 
lower cost per case for the insurance 
companies.” 


RATE ADVANCE DEFERRED 
The National Automobile Mutual Cas- 


ualty, New York, advertised that it 
would advance its liability, property 
damage and collision rates June 10. 


The company is now writing at 20 pet 
cent less than the old manual based on 
horse power. The effective date of the 
rate change has been deferred to July 
1, so that it will fall on August renew- 
als instead of July renewals. A repre- 
sentative of the company says that 
there will be no advance in liability, 
property damage and loss of use rates 
for passenger cars. The advance on 
commercial vehicles will not be uni- 
form. What the advance in the collision 
rates will be he was not in position to 
say, Manager Lutz, who has the rate 
revision in charge, not being in town. 


CLAIM MEN TO MEET 
The New York Claim Association will 
hold its spring meeting June 17 at the 
Yale Club. There will be no business 
transacted and no arrangements have 
been made for speakers. The legisla- 
tion committee may make a report. 


Charles W. Austermuhl, secretary and 
treasurer of the Smith-Austermuhl 
Company, one of the three general ag- 
encies of Camden, N. J., exclusively de- 
voted to the insurance business, has 
been elected a director of the Central 
Trust Company of that city. 


newspapers are unintentionally the 
best advertisers of all the many varie- 
ties of burglary insurance, 

Insurance was carried by 
so the real facts will come by way of 
William Str vet. 


Caruso; 








THE HUMAN SIDE OF INSURANCE 




















MEETING 


OF FIREMAN’S FUND EXECUTIVES 


During a recent visit to the Home Office of the Fireman’s Fund in San 
Francisco of Managers Simpson, Chapman and Gentry, of the Eastern, Western 
and Southern departments, a photograph was taken of them and others at a meet- 


ing of a group of executives. 


It was the first meeting following the doubling of 


the Company’s capital and the elevation of John Marshall, of Chicago, to the vice- 


presidency. 


In the picture reproduced above, from left to right, the following 


are shown seated around the center table: 

Assistant Secretary White, Manager Gentry, seated by bookcase; Treasurer 
Gardiner, Manager Chapman, Vice-President Marshall, President Levison (at the 
roll-top desk); Manager Simpson, Assistant Secretary French (at the extreme 
right of the picture); Assistant Secretary Wright, General Auditor Randall and 


Secretary Blanchard. 


W. Calvin Chesnut, the Baltimore 
fire insurance lawyer who made such a 
splendid impression as a speaker before 
the Insurance Society of New York, is 
a graduate of the academic department 
of the Johns Hopkins University, where 
he obtained a degree of A.B. in the 
class of 1892. He studied law at the 
University of Maryland Law School in 
Baltimore, and received the degree of 
LL.B. in 1894, incidentally winning the 
grade prize for scholarship. After being 
admitted to the bar he became assistant 
state’s attorney for Baltimore City— 
from 1896 to 1899—and, upon leaving 
that office, he became associated with 
the firm of Gans & Haman in the prac- 
tice of civil law, later being made a 
member of the firm, which is now Ha- 
man, Cook, Chesnut & Markell. In 1901 
he became a member of the Faculty of 
Instruction of the University of Mary- 
land Law School where for some years 
he was presiding director of the moot 
court and lectured on the subjects of 
insurance and criminal law. In recent 
years, however, he has resigned his lec- 
tureships in everything except the sub- 
ject of insurance, 

The law practice of the firm is a gen- 
eral one although it consists principal- 
ly of attention to corporate law and 
litigation. He has had a considerable 
number of insurance litigations to try, 
some of them of considerable impor- 
tance. The cases he tries are not only 
in Baltimore, but include Maryland, 
District of Columbia and some neigh- 
boring states. 

* * * 


Charles F. Glueck, who has been with 
the John Hancock for twenty-three 
years, of late years as a Home Office 
inspector, has become identified with 
the insurance department of the Com- 
pany, specializing upon occupational 
classifications and other work of a simi- 
lar character, along which lines he has 
already displayed decided ability. Ed- 
win M. Winslow, former superintendent 
of the general transfer agency, has been 
made a Home Office inspector. He has 
been with the Company for twenty-one 
years. Frank W. Adams has been made 
superintendent of the general transfer 
agency. 





The Caledonian-American has been 
licensed in Quebec. 


John A. Cosmus, the new vice-presi- 
dent of the Connecticut Fire, will con- 
tinue his duties as secretary. He be- 
came connected with the company in 
1905 as special agent in New York state, 
Later, in the same year, he went to 
Hartford as general agent of the com- 
pany. He was elected assistant secre- 
tary in 1907 and secretary in 1913. He 
was at one time with the Continental 
as an inspector and special agent, 
F. W. Bowers, also recently elected 
vice-president, has charge of the west- 
ern business of the company. He was 
State agent of the Phoenix for fourteen 
years before his appointment as gen- 
eral agent of the Connecticut Fire. His 


appointment came in 1914 when the 
western department was removed to 


Hartford. He was elected secretary of 
the company in 1916. 


*- ¢ * 


Frank A. Lown, one of the best 
known agents up-state, and a member 
of the Lown-Sherwin Co., Batavia, N. 
Y., was an active figure at the Repubili- 
can National Convention in Chicago 
this week, having received an appoint- 
ment as assistant sergeant-at-arms. 
The Lown-Sherwin Co. is a merger of 
three agencies, John C. Holmes & Co., 
Frank A. Lown & Co. and Sherwin & 
Sherwin. It handles all lines of insur- 
ance, 

+. * * 


Alice Lakey, editor of “Insurance,” 
announces that owing to the scarcity of 
paper the publication of that paper, 
which has not missed an issue weekly 
in thirty six years, will be published on 
alternate Fridays. Miss Lakey an- 
nounces that the paper will specialize 
on the subject of taxation. “The pro- 
gram of ‘Insurance’ for the Summer 
months, along with other interesting 
features planned, will be to aid those 
who are doing the thinking on and de 
veloping a program for reform in in- 
surance tax laws,” she says. 

* * * 


President James S. McAnulty of the 
Scranton Life, who is prominently as- 
sociated with the business interests of 
Scranton, Pa., is taking an active part 
in the movement for a revision of the 
city’s census figures. 





The Halifax Fire is to increase its 
capital to $1,000,000. 
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Corroon and Duffey 
Back From Coast Trip 


COMPANIES JOIN PACIFIC BOARD 








Important General Agency Appoint- 
ments Made; Companies in This 
Office Making Progress 





R. A. Corroon, president, and T. A. 
Duffey. vice-president of the American 
Equitable and the Knickerbocker, and 
general agents of the Great Lakes and 
the Manufacturers Insurance Company 
of America, have returned from a trip 
to the Coast. It is announced that the 
Knickerbocker, the Manufacturers and 
the Great Lakes have been admitted to 
the Board of Underwriters of the Pa- 
cific and the American Equitable will 
apply for membership. 

A number of appointments were 
made on this trip. The most interest- 
ing is that of the Stockholders Auxiliary 
Corporation (owned by the Bank of 
Italy,) as general agents for the Knick- 
erbocker in California. The Bank of 
Italy has 200,000 individual depositors; 
deposits aggregating more than $135,- 
000,000. The Stockholders Auxiliary 
Corporation is not to do a direct writ- 
ing business, but will operate through 
agents and brokers. 

T. H. Williams, formerly underwriting 
manager of the Pacific States Fire, has 
been made general agent for the Knick- 
erbocker and the Manufacturers for 
Oregon and Washington. 

Frank Howard Allen & Co. have been 
appointed general agents for the Great 
Lakes for California, Oregon and Wash- 
ington. The general agent of the Amer- 
ican Equitable will be announced later. 
These are all strong appointments. 

Four years ago when the Corroon 
office took the general agency for the 
United States of the Manufacturers it 
had $200,000 assets. Now, it has 
$1,000,000. The Great Lakes will also 
be heard from. 

The Corroon-Duffey companies are 
building up a strong agency plant in 
this state, New England, Middle De- 
partment and other parts of the coun- 
try. 


RICHARD S. KISSAM RESIGNS 


Leaves City of New York Where He 
Was Assistant Secretary; Has 
Wide Acquaintance 


Richard S. Kissam, one of the best- 
known insurance men in the city, has 
resigned as assistant secretary of the 
City of New York. He first attracted 
the favorable attention of the fraternity 
when field man for the Niagara in 
Western New York. Later, he went in- 
to the general agency business here, the 
firm name being Mott & Kissam. After 





that he became associated with the 
John G. Simmonds general agency in 
the suburban business, and in 1915 went 
with the City of New York Insurance 
Company where he was appointed ag- 
ency superintendent and later assist- 
ant secretary. “Dick” Kissam has an 
unusually wide acquaintance and is per- 
sonally popular. 





H. H. SANFORD WITH AUTOMOBILE 

Hugh H. Sanford, son of A. F. San- 
ford, state agent of the L. & L. & G. 
in New Jersey and recently connected 
with the Globe Indemnity Company in 
its automobile department, has become 
associated with the New York branch 
office of the Automobile Insurance Com- 
pany in the capacity of an inspector. 
Mr. Sanford is one of the bright young 
men in fire insurance having a thorough 
early training under his able father. 
His friends predict for him a big future 
in the fire insurance business. 


TRANSFER REILLY TO NEW YORK 

R. G. Reilly has been in training in 
Hartford for some time preparing as an 
engine breakdown expert and is now 
connected with the New York branch 
office of the Automobile Insurance Com- 
pany. This line is handled in connec- 
tion with the fire insurance department 
under the direct supervision of C. H. 
Vaughan, superintendent. 





APPOINT TWO SPECIALS 

Two new special agency appointments 
are announced by the Knickerbocker 
and American Equitable. Ralph A. 
Roberts, who has been with the Sun, 
will go into the Western New York 
State field; and Edson C. Price, who 
has been with the Caledonian, will have 
astern New York and New Jersey. 
Mr. Price’s headquarters will be in Al- 
bany; Mr. Roberts’ in Buffalo. 


TRANSFER BAYARD BIGELOW 

Bayard Bigelow has been transferred 
by the City of New York from Suburban 
territory to the Eastern New York field. 
His headquarters will be in Oneonta, 
N. Y. It is understood that this com- 
pany will announce the name of its new 
Western New York special agent soon. 


BURKE TO VISIT WEST 
Frank E. Burke, vice-president of the 
City of New York, is soon to take a 
Western trip. Recently he returned 
from the South. 








ROCHESTER APPOINTMENT 
The City of New York Agency in Ro- 
chester has been given to James John- 
son. Formerly, the Rochester Insur- 

ance Agency had the representation, 





-—=THE AUTOMOBIL 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


$2,000,000 
$11,022,207.23 
$6,966,656.56. 


$4,055,550.67 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 


Personal Effects Floaters, Parcel Post, Tourists’ Baggage. 
Affiliated with 


AKTNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 




















1841 


hsurance (. 


OF NEW HAVEN. CONNECTICUT. 
RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


| AUTOMOBILE 
| FIRE—THEFT—COLLISION—PROPERTY DAMAGE 




















NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 














LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 


New Jersey Insurance Co. of Newark 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 68-64-65 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance 
United British Ins. Co., Ltd. of London 
New Jersey Ins. Co. of New Jersey 


Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia. Assce. Corp. of Londos 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6871-63872 
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Dealers Stand By 
Insurance Agents 


FIGHT GENERAL MOTORS’ PLAN 








| Automobile Men in Binghamton Resent 
Demands to Sell Finance Cor- 
porations Insurance 





Advices emanating from among auto- 
mobile dealers in Binghamton, New 
York, are to the effect that representa- 
tives of the General Motors Corporation 
are seeking to interest sellers of Gen- 
eral Motors’ products in the central 
and southern part of the state, in the 
Corporation’s insurance plan. This plan 
is said to be meeting with considerable 
resistance on the part of the dealers. 
A number of dealers in General Motors’ 
products, principally cars, have refused 
point blank to consider the insurance 
plan. They insist that they cannot in 
justice to their business withdraw their 
insurance patronage from local insur- 
ance men who in return are often lib- 
eral patrons of their establishments. 
Regardiess of the merits of General 
Motors’ plan, the dealers who object to 
it feel that they must stand by the local 
insurance man to retain his trade and 
the trade of his friends and acquaint- 
ances whom he can influence in the pur- 
chase of cars, trucks, tractors, tires, 
equipment and service. 

Several dealers in the considerable 
group of counties south and west of 
Binghamton report lengthy arguments 
with General Motors’ field men, all with 
the same result; the field men insisting 
that the dealers take on the insurance 
plan and the dealers standing by their 
* right to favor the local business inter- 
ests whenever they wish. 


President Monroe, of the Newark 
Fire, is due to take up his new duties 
in Newark on Monday. 





Planning to Reduce 
Number of Manuals 


AUTCMOBILE AGENTS’ TROUBLE 











General Realization That Insurance 
Man Must Not Be Traveling “Five 
Foot Shelf” 





Realizing that the present system of 
issuing’ automobile manuals is exceed- 
ingly cumbersome and inefficient, there 
is a movement on among the companies 
to devise a plan by which it will not 
in future be necessary for an agent to 
carry about with him a small] library in 
order to quote rates. 

At present the material issued by the 
casualty companies includes a list of 
automobiles, a rate manual, list of terri- 
torial divisions and a _ set of rules. 
These are issued in loose-leaf form or 
in a bound volume. If issued in loose- 
leaf, all the information listed above 
can be had.under one cover. If the 
agent receives the bound forms, four 
separate pieces of printed matter are 
necessary. 

From the fire companies the agents 
receive a list of automobiles and a prop- 
erty damage and collision manual, 
which includes rules and rates together. 
Then there are also the fire and theft 
rates. 

Central distribution of manuals is 
found to be more than ever necessary. 
With the present high cost of printing 
many manuals are wasted because ag- 
ents receive supplies from numerous 
sources. Elimination of this waste is 
one of the things the compat ies, acting 
through the Bureau and the Conference, 
will seek to eliminate. 





WILL WRITE FIRE 
The London Guarantee & Accident is 
going to enter the fire insurance field 
in the United States. It is said that the 
company wishes to purchase an active 
American fire company. 








SPRINGFIELD 


Fire & Marine Insurance Co. | 
SPRINGFIELD, MASSACHUSETTS 
CASH CAPITAL $2,500,000.00 


Incorporated in 1849 in the State of Massachusetts, the SIXTH of 
the thirteen original states in the Union, ratifying the Constitution 
in 1788. 

The SPRINGFIELD has a proud heritage, and for SEVENTY-ONE 
years has maintained its high ideals in underwriting and is today as 
always a strong, reliable AMERICAN company. 

Its faith is in AMERICA, in the AMERICANIZATION MOVE- 
MENT and in the highest type of service. 

Let us serve you. 

A. W. DAMON, President 
NEW YORK OFFICES 
Metropolitan District 


Charles G. Smith, Agent 
1 Liberty Street 








Marine Department 
Talbot, Bird & Company, Inc. 
General Marine Managers, 
63-65 Beaver Street 

SERVICE DEPARTMENT 
George A. Hill, Jr., Special Agent 
1 Liberty Street 

















INCORPORATED 1868 
1920 


1868 pi . 
Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


TOTAL ASSETS ~ - - i 
TOTAL LIABILITIES ~ - - ~ 
NET SURPLUS - - o 


O. J. PRIOR, President 


- $1,448,852.62 
847,154.95 
601,697.67 


W. M. CROZER, Secretary 

















Automobile Fire Re-Insurance 
REAM, WRIGHTSON & CO., Inc. 


5 NASSAU STREET NEW YORK 
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Do You Know What It Means— 
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When we say “Automobile Service?” A special- 
ized department, an expert in the field at your call, 
losses paid on the stroke, advertising helps—these 
are some of the meanings. You can learn the rest 
from the expert, specialized automobile department : 
of the Columbia and its associated company, the = 
Union Marine. ' 
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The Union Marine Insurance Co. 
Liverpool 


27 WILLIAM ST., New York City = 
CARROLL E. ROBB, Manager, = 


Automobile Department 


The Columbia Insurance Co. 
New Jersey 


F. H. CAUTY, Manager 
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Dunne and Wadsworth 
Buy “Monitor,” Monthly 


FAMOUS OLD PAPER’S HISTORY 








Supreme in Days of Personalities; 
Will Be Called “American 
Insurance Digest” 





The sale this week of the “Insurance 
Monitor,” which for nearly seven de- 


cades has been published continuously 
in this city, is of more than passing in- 
terest. The purchasers of the “Insur- 
ance Monitor” are James E. Dunne and 
George W. Wadsworth, two of the most 
effective advertising men in the insur- 
ance publishing business, who will 
move the publication to Chicago and 
change its name to the “American In- 
surance Digest,’ and, operating under 
the name of the Insurance Publishing 
Company will change the publication 
to a weekly. Wadsworth and Dunne 
are young; and hustlers. They will 
shake up the dry bones. 

The sale of the “Monitor” recalls 
the days when insurance journals 
played an important part in the in- 
ternal fights in the business. The dif- 
ferent editors, some of whom were 
brilliant writers, lined up for or against 
companies or individuals in controver- 
sies, and then went the limit in their 
columns, much in the fashion of writ- 
ers in the daily papers of the period 
when Mark Twain was a reporter in 
Nevada and James Gordon Bennett, the 
elder, shook a wicked pen. One of the 
principal protagonists and _ hardest 











Dogs: 


Monitor: 


fighters was the late C. C. Hine, editor 
of the “Monitor,” a man of wide and 
varied experience in the insurance 
business and journalism, a trenchant 
writer. 

Hardly an issue of the leading insur- 
ance journals was published without 
invective permeating the columns. The 
accompanying cartoon from an old 
wood cut, loaned The Eastern Under- 
writer, by the Hine Company, was pub- 
lished in the “Monitor” many years 
ago when Hine and the then president 
of the Home, Mr. Heald, with whom 
was then ranged the editor of the “In- 
Surance Times,” were engaged in a con- 
troversial printers’ ink battle. 

When articles of this character ap- 
peared insurance journals shipped their 
issue by the ton, the company favored 
in the article paying the bill. White 
paper was the cheapest thing to buy 
and selling “extra copies” was a gold 
mine. 

The “Insurance Monitor’ was ori- 
Zinally established by Thomas Jones 
in 1853 as “The Insurance Monitor and 
Wall Street Review.” In 1867 Jones 
was ill and C. C. Hine, then secretary 
Of an insurance company, bought the 


Dear old Monitor. 
We'll keep barking at you till you do. 


G’way, small dogs. 


paper, backed by his life-long friend, 
Alexander Stoddart, the founder of the 
New York Underwriters’ Agency. Soon 
thereafter, dropping the Wall Street 
end, he devoted the publication exclu- 
sively to insurance, making it pre-emi- 
nent among journals of the kind. 

He brought to the editorial staff Wal- 
ter S. Nichols who is now one of the 
best-known actuaries in the country 
and who has been up to now editor for 
a great many years of the “Monitor.” 
He is probably the most prolific writer 
on mathematical and legal subjects in 
the business. Originally a theologian 
he found he was unfitted for the min- 
istry. He never practiced law, but be- 
came a member of the bar, and was 
one of the founders of the Actuarial 
Society of America. He is now more 
than seventy-five years old and is still 
active as a writer, 

In the early seventies underwriters 
found they were getting caught on 
crooked losses, very often paying to 
the same assured. Hine formed a mu- 
tual association for the purpose of hav- 
ing companies report to each other 
losses of a suspicious nature, with a 
view to eliminating the repeaters. It 
failed for lack of co-operation, and 
Hine was asked to take over the asso- 
ciation and operate it as a proprietory 
company, which led to the formation 
of the Underwriters’ Protective Asso- 
ciation, of which the Underwriters & 
Credit Bureau—incorporated a year ago 
—is the successor. 

In 1898 C. C. Hine died and his sons 
incorporated C. C. Hine’s Sons Co. for 
the publishing end of the business, 
which company became proprietor of 
the “Insurance Monitor,” “Insurance 








Law Journal” and _ several standard 
books. In 1918 there was added to the 
list of periodicals the ‘‘Workmen’s Com- 
pensation Law Journal.” Early in 1919 
R. M. Chandor, who had been manager 
of the Company for some fifteen years, 
acquired control. The company dis- 
posed of the “Monitor” to Messrs. 
Dunne and Wadsworth because it has 
been operating intensively along insur- 
ance law and workmen’s compensation 
lines. In disposing of the “Monitor” the 
Hine company retains several depart- 
ments of the paper well-known to un- 
derwriters, notably the department of 
“Trade Winds,” an index of moral 
hazard conditions as affecting fire and 
burglary underwriters, which will be 
published in the form of a bulletin, the 
name of which has not yet been an- 
nounced, 





DOUBLE OUTING AT DUERS 


The Home Insurance Company will 
hold its annual outing Saturday, June 
12 at Duers Grove, Whitestone Land- 
ing. On the same day the William 
Street Club will have its outing there. 








WANTED 





rience 


ence, qualifications, 
expected. 








in the office of an old-established New York 
State Fire Insurance Company an exper i- 
enced and capable young man to assist in the 
underwriting and do special agency work. 
Should have both home office 
and be energetic and 
giving complete information as to experi- 
references 
Correspondence confidential. Ad- 
dress Confidential, this office. 


and field expe- 
capable. Reply 


and salary 














John W. Petrie Goes 
With Chicago Paper 


MADE FINE REPUTATION HERE 





Will Be Editor of “American Insurance 
Digest”; Once City Editor of 
“Courier Journal” 





John W. Petrie, associate editor and 
New York correspondent of “The In- 
surance Field,” has resigned and will 














Please kick us into notice. 


My guns don’t throw mud. 


become editor of the new “American 
Insurance Digest,” of Chicago. Mr. 
Petrie is a Louisville newspaper man, 
who went to work for the “Courier 
Journal,” of that city, some years ago, 
eventually becoming city editor. He 
came to New York for the “Insurance 
Field” sixteen months ago, and here 
made a reputation in the fraternity as 
being one of the best reporters in the 
history of insurance journalism. When 
the war broke out Mr. Petrie joined 
the Benjamin Harrison training camp 
twelve miles from Indianapolis and 
later served in the war with the com- 
mission of captain of infantry. 
Charles B. Petrie, brother of John 
W. Petrie, who is also a correspondent 
of the Louisville publication, was 
stricken with appendicitis last week 
and is in Flower Hospital. It is not 
known whether he is to continue with 
the “Field” or not. C. I. Hitchcock, 
publisher of the “Field,” arrived in New 
York this week. Another visitor here 
was E. J. Wohlgemuth, publisher of the 
“National Underwriter,” With which 
paper George W. Wadsworth, of the 
“American Insurance Digest” was con- 


nected for awhile before going with the 
“Field,” and with which J. E. Dunne, of 
the “American Insurance Digest” was 
also connected for two weeks. 

There is considerable speculation in 
the insurance business as-to the type 
ot publication which will be issued by 
the publishers of the “American Insur- 
ance Digest.” One report is to the 
effect that it will be run along the lines 
of “The Literary Digest,” covering in- 
surance as “The Literary Digest” does 
general information, 


GO TO PENITENTIARY 


Two Sentenced in Jersey as Aftermath 
of Montclair Garage 
Fire 

J. Lewis Haas, of Glen Ridge, and 
Frank Albright, of Montclair, employed 
by Haas as a mechanic in his garage, 
have been sent to the penitentiary fol- 
lowing a fire in the garage in Montclair 
for which insurance companies expect 
to pay about $9,000. 

Discovery by the police and firemen 
of dry cell batteries and a coil and 
spark connected with an alarm clock 
and so arranged, it is said, that gaso- 
line soaked rags leading to a pail of 
gasoline would be ignited led to the 
arrests of the men the day after the 
fire. 


BREWERY PROPERTY FIRE 

Property owned by brewery interests 
was damaged heavily and other brew- 
ery property narrowly escaped damage 
when a two-story supply warehouse at 
Thirty-second and Jefferson streets, 
Philadelphia, burned last week. The 
fire started in the packing room of the 
warehouse. Incandescent globes are 
packed there and a large quantity of 
cardboard cartons and excelsior were in 
the room. Five hundred gallons of oil 
used in electrical transformers aided 
the spread of the flames 


L. & tL. HOME OFFICE PIGURES 

Home Office figures of the London & 
Lancashire, read at the recent meeting 
of the Company in England, show that 
in the fire department the premiums 
have risen from £2,437,223 in 1918, to 
£3,270,299 in 1919. The expense ratio 
for 1919 was only 36.82 per cent. Pre- 
mium income in the marine department 
was £2,910,720. 


PHILADELPHIA CHANGES 

Among the recent agency changes in 
Philadelphia are the appointment of 
Brady & Furlong to represent the Na- 
tional Reserve, of Dubuque, and the 
withdrawal of the Massachusetts F. & 
M. from the office of John W. Buckman 
and the California Insurance from the 
office of B. D. Prince. 
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BROKERS ACTIVITIES 





Look At Real Estate Column First 
For some months New York City in- 


reading the 


surance men have been 
It is not until 


real estate column first. 
they are satisfied that they are not to 
lose their homes because some bank 
has bought the building that they turn 
to the sporting or some other page. 
* * om 
“Over the Counter” 

Brokers are speculating how long the 
writer of the “Over the Counter” col- 
umn will continue in one of the daily 
papers. It is reported that this column 
is written by a man in a brokerage 
office, and it is illuminating of the day’s 
happenings. 

* * 
Insurance on British Goods Going To 
Russia 

As soon as the Corporation of Insur- 
ance Brokers—the British brokers’ as- 
sociation—learned that British goods 
were going to South Russia and that 
the British War Risk Insurance Office 
would have charge of the insurance 
end, the Corporation wrote to the War 
Risks Insurance Office to the effect that 
a condition had not been made that 
business should come through insurance 
brokers. The brokers got a reply to the 
effect that the public had already been 
notified that a brokerage rate of 2% per 
cent would be allowed. This leads the 
official journal of the Corporation of In- 
surance Brokers to say: 

“The office was again written asking 
that in cases of future arrangements 
they should give the Corporation an op- 
portunity of expressing their views be- 
fore coming to a decision, and a reply 
was received in which it was stated 
that they would be glad to discuss with 
our committee the question of commis- 
sion on business under any new Govern- 
ment scheme, and to consult on any 
other points which may be of interest 
to us. It is the desire of the Govern- 
ment to interfere as little as possible 
with the practice and customs pertain- 
ing to the open market.” 

* * * 
Speaking of Drops 

Miss Ethel—‘“Just see the water 
drepping from that dizzy height— 
sprinkling down so lovely in the sun- 
light. How exquisitely beau—” 

Her Insurance Broker Companion— 
“Just so—but that’s nothing to the way 
rates drop when we get a risk sprin- 
kled—but, beg pardon, I interrupted 
you.” —(Now and Then.) 

+ *” * 
Many Styles of Ads 

Jersey City insurance men filled sev- 
eral pages of the Jersey “Journal” with 
their cards May 29. Robert N. C herry, 
Inc., featured full cover automobile in- 
surance. He illustrated his ad with a 
wheel with “Aetna” in the hub and 
lines of insurance shown around the 
tire. Neary, Kane & Putler said “We 
will insure your automobile, house. 
business or anything insurable.” Tho 
phrase “Insurance in all its branches” 
got a good inning, many sticking to that 
style. Nelson & Ward Company fea- 
tured landlords’ liability. Van Houton 
& Sherwood Co. chose “Insurance Spe: 
cialists” as their text. Irencis Gorn. 
ley asked “Are you fully covered?’ 
with the reminder that the cost of 1n- 


WESTERN 


ASSURANCE CO. 
GF TORONTO, CANADA 


Fire, Automobile, Explosion—Riots, Civil 
Commotions and Strikes—Marine 
and Tornado Insurance 
UNITED STATES BRANCH 
January 1, 1920 





Pn’ sanvadscweensebiass onvonaen $4,973,932.20 
Surplus in United States...... 1,900,899.75 
Total losses paid in United 

States from 1874 to 1919 

inclusive 


Ww. B. MEIKLE, President 








surance is too small to he without prop- 
er protection. Schenk & Schenk, wlio, 
by the way, fear not ihe rautuals seid: 
“Select as your insurance experts men 
who know how to furnish abselute pro- 
tection and who give 100 per cent effi- 
cient personal service.” Arthur Swid’s 
slogan was “Insurance that assures; 
every known kind written.” George J. 
Wolf Co. probably did not mean jitst 
what it said when it wrote: “Not a sin- 
gle accident or fire insurance loss de 
layed in settlement and to complete 
satisfaction of the assured.” George J. 
Gannon’s Ajax Agency had the biggest 
ad. There were a host 97 others whu 
simply said “Real Kstaz:e and Insur- 
ance.” 


Cc. D. ROSS HEADS NEW JERSEY 

Charles D. Ross, president of The 
New Brunswick Fire has been elected 
president of the New Jersey. I. D. 
Clark, vice-president of the New Bruns- 
wick has been elected vice-president. 
F. L. Brokaw, who is also treasurer of 
the Company, was elected secretary. 
These changes come about as the result 
of the sale recently made by C. P. 
Stewart of his holdings of the Com- 
pany’s stock to interests allied with 
The New Brunswick, and indicate a 
resumption of the close association of 
The New Brunswick and the New Jer- 
sey along the lines laid down by the 
late George A. Viehmann, who 
president of both winsieenene 


LEAVES CITY OF NEW YORK 


R. S. Kissam, assistant secretary of 
the City of New York Fire, has re- 
signed, 


RUCKER WITH NORTH AMERICA 
T. A. Rucker, Jr., has been elected 
second vice-president of the Indemnity 
of North America, He was second vice- 
president of the Royal Indemnity. 





THIRTY YEARS IN BUSINESS 

J. H. Patterson has just completed 
thirty years’ service in the fire insur- 
ance business. Beginning his under- 
writing career he was in the local ag- 
ency business in Pennsylvania, follow- 
ing which he was associated with the 
Artisan’s and when that company was 
taken over by the National of Hart- 
ford, he became special agent of the 
National in Pennsylvania, which com- 
pany he left to become affiliated with 
the Camden as vice-president. Later, 
he was vice-president and general man- 
ager of the Los Angeles Fire. He is 
now fire manager of the Automobile In- 
surance Company of Hartford in New 
York City. 

Former Secretary Albert N. Wold of 
the Insurance Federation of Pennsyl- 
vania is now in Detroit actively en- 
gaged in his duties as assistant secre- 
tary of the Insurance Federation of 
America. 





A. C. Gruber has been appointed spe- 
cial agent for Ballard & Greene-Smith 
Corp., covering Pennsylvania for the 
Central National of Des Moines. 





Fred Greenhagen is now with the 
National Reserve at its Home Office in 
Dubuque, Ia. He was formerly with 
Schaefer & Shevlin. 














INCORPORATED 1720 


oyal Exchange Assurance 


LONDON, ENGLAND 


United States Branch EVERARD C. STOKES 
92 William Street, New York United States Manager 








London »« Lancashire 


Hire Insurance Co. Atd. 


OF LIVERPOOL, ENGLAND. 











was . 


Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 














National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1920, to New York Insurance Department 














LIABILITIES 
Coated Deeds, OM COM. oc vcsieccccccceccccccncsssccsvescsecess $2,000,000.00 
Funds reserved to oe all Liabilities, Re-insurance Reserve, 
Legal GtanGard,..... 2. cccccccccces 13,440,443.33 
Unsettled Losses and Other Claims. . 2,725,942.04 
Net Surplus over Capital and PIE cecccscagnccvnasenese 6,057,578.23 


Total Assets January 1, 1920................$24,723,963.60 


H. A. Smith, President F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary 
G. H. Tryon, Vice-President 5S. T. Maxwell, Secretary F. B. Seymour, Treasurer 


SURPLUS TO POLICYHOLDERS...........$8,557,578.23 














Casualty Life 


RE-INSURANCES 
WILLIAM C. SCHEIDE & CO. 


(INCORPORATED) | 
HARTFORD, CONN. 
OF YORK, ENGLAND 


THE YORKSHIR ng 


FIRE, sane. ao oan LEAKAGE, AUTOMOBILE, RIOT 
D EXPLOSION INSURANCE 
Uv. . 44 80 Maiden Lane, aay a. _ " - 
RANE 5 OAR cha yety —- HARRY F. ‘WANVIG, Seaman tasbenaey. 


Assets, $2,144,572. Surplus, $1,023,469.75 
DEPARTMENT MANAGERS: 


Fire 











INSURANCE CO., LTD. 





POLITIAN  ......ceeeeeeeee Willard S. Brown & Co, ....... New York, N. 
PACIFIC COAST ccoccceceMOCIare Kelly ncoccccccccccccccees San Francisco, Yon 
CAROLINA-VIRGINIA soceeeccstte TE, BEM ctcccoccceces peicond Greensboro, N. C. 
SOUTHEASTERD _..... sieveses cooeDargan & Turner? ...ccccccece eseoeAtlanta, Ga. 

SSISSIPPI ..... eneeres James B. REGS ..cccccccccccccccccs New Orleans, La. 

















F. H. HAWLEY, Pres. 


- ORGANIZED 1848 W. E. HAINES, Secy. 


Ohio’s Oldest and Strongest Company 


Surplus Over $1,500.000.00 
AN AGENTS COMPANY 


E. K. SCHULTZ & CO. 


PHILADELPHIA 
GENERAL AGENT 
Pennsylvania, New Jersey, New York, Connecticut, 
Massachusetts and Rhode Island 
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“The Company with the L. & L. & G. Service.’’ 





—— Insurance Co. 






nan? wacom 
80 WILLIAM SY 


NEw YORK, N.Y 





The L. & L. 


unfailing service for over seventy years. 


IGA: 


Two Companies 








ONE STANDARD OF 
== SERVICE — 


& G. has become known through its 


The Star 


Insurance Company gains by that experience and 


offers the same service. 











FIRE EXPLOSION—WAR USE AND OCCUPANCY 
LIGHTNING RIOT and CIVIL SPRINKLER LEAKAGE 
OCEAN MARINE COMMOTION COMMISSIONS 
INLAND MARINE MOTOR BOAT RAILROAD 
TORNADO TOURIST FLOATER PROFITS 
VESSEL POSTAL INSURANCE RENT 











The Star Insurance Company of America is grad- 
ually extending its agency force to complete the ser- 


vice now offered by the “L. 


Two Companies 


THE BEST AGENCY 
REPRESENTATION 


& L. & G.” 


“The Great Fire Insurance Company of the World” 


IVERPOOL. 


wo J ONDON 
“” GLOBE 


Insurance Co. erp 


of Liverpool, 1" pte 
(A STOCK COLWPANY) / 
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Dust Explosion 
Prevention Work 


PLANS FOUND MOST USEFUL 
D. J. Price of Bureau of Chemistry 
Tells of Research Work Necessary 


to Get Results 


Methods that have proved most ef- 
fective in the prevention of dust ex- 
plosions were explained by D. J. Price, 
engineer in charge of grain dust ex- 
plosion investigations for the govern- 
ment. Addressing the National Fire 
Protection Association in Chicago, Mr. 
Price said: 

For several seasons machines 
equipped with 

1. Suction fans for removing the 
smut dust from the cylinders of the 
machines; 

2. Grounding wires for the control 
of the static electricity, and 

3. Fire extinguishers, either auto- 
matic or otherwise have not exper- 
ienced any explosions or fires. 

On the other hand, machines not so 
equipped have experienced disastrous 
losses in recent years. The existing 
rate on threshing machines in that ter- 
ritory is 11.5 per cent, almost prohibi- 
tive. Experience has shown that pro- 
tection is afforded by use of the pre- 
ventive devices and the insurance ag- 
encies in the Northwest section are at 
present giving consideration to a reduc- 
tion in rate when this equipment is in- 
stalled. 

Necessary Research Work 

In order to effectively carry on the 
educational campaign of dust explosion 
and fire prevention it was necessary to 
temporarily discontinue the research in- 
vestigational work relating to dust ex- 
plosions both in field and laboratory. 
As a result a number of very important 
lines of research work relating to the 
development of methods of prevention 
remain to be considered. Among’ these 
are included the following: 

1. Application on commercial scale of 
“introduction of inert gases (preferably 
from boiler flues) into dusty atmos- 
pheres for the purpose of preventing 
flame propagation.” This will require 
the installation of “inert gas units” on 
a practical basis in industrial plants 
where inflammable dusts are created. 

2. Development of effective methods 
for the control and elimination of static 
electricity generated by the operation 
of mechanical equipment. Disastrous 
dust explosions are occurring from this 
cause, and this particular phase of the 
work is very important. 

3. Relation of electrical equipment of 
all types to dust explosion and fire fre- 
quency, and development of safety in- 
stallations and equipment to reduce 
relative dangers. 

4. Development of aspirating systems 
for dust removal in grain elevators, 
with specified limitations and prepara- 
tion of code covering use of same. This 
code to include types and sizes of me- 
chanical equipment, points of explosion, 
and methods of control. This is very 
necessary in order to develop possible 
methods for effective dust removal in 
grain handling plants. 

5. Determination of efficiency of dust- 
collecting systems and their relation to 
explosion and flame propagation. In re- 
gent investigations the extent of the 
explosion was very closely associated 
with the dust-collecting arrangement. 

6. Development of efficient methods 
for installation of various types of 
grinding equipment handling by-prod- 
ucts containing inflammable dusts. This 
to cover tests to determine the effi- 
ciency of equipment designed to prevent 
flame propagation and provide release 
of pressure, 

7. Development of methods for deter- 
mination of dust in suspension with 


special reference to health and safety 
of employes. 

8. Determination of the inflammability 
of various dusts as related to the per- 
centage necessary per cubic foot for ex- 
plosion. 

9. Various methods of ignition and 
conditions under which dusts can be 
ignited. 

10. Relation of moisture, ash, and 
volatile content to the explosibility of 
the dust. 

The lines of experimental work sug- 
gested cover the more important phases 
now demanding consideration, and their 
relation to the development of methods 
of prevention. They are based largely 
on results of investigations of explo- 
sions in various types of industrial 
plants in which new causes were de- 
veloped thereby presenting additional 
lines of research work, 


PENNSYLVANIA FIELD CHANGES 

J. H. Ermold has been made special 
agent for the Rochester department of 
the Great American, covering Mary- 
land, District of Columbia, Delaware 
and West Virginia. 

Fred M. Bleuit has been transferred 
by the London & Lancashire from 
Western to Eastern Pennsylvania, H. 
J. Robinson, formerly with the Newark 
Fire, has been made special of the Lon- 
don & Lancashire for Western Penn- 
sylvania. 

A. 8S. Pffenberger has been made spe- 
cial agent of the Boston and Old Col- 
ony in Middle Department territory, 
headquarters in Harrisburg. 





YONKERS APPROPRIATION 

The Yonkers Common Council has 
appropriated $17,000 for the purchase 
of 65 succession type fire alarm boxes, 
5,000 feet of underground cable, addi- 
tional motor generator for charging 
storage batteries and the overhauling 
of present motor generator. Recently, 
10,000 feet of hose was purchased. Ten 
additional firemen have been added to 
the department. 





KLAGES AGENCY MOVES 

Herman A. Klages has moved his in- 
surance agency in Utica, N. Y. to the 
Gardner Building. This agency was es- 
tablished in 1876 by Dr. F. W. Klages. 
It has represented the Hanover and Na- 
tional Ldiberty for forty years; the 
American of Newark for thirty years. 








BROKERS- 


Representative 


A combination of real S-E-R-V-I-C-E. 
Boston - Royal - Orient - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M.- 
Prov. Wash, - Northern - Agric.-G. Falls- 
Niag.-Great Am.-Home. 


CLINTON J. AYRES 
70 Main Street 
SARANAC LAKE, N. Y. 


























National Liberty 


INSURANCE COMPANY 
OF AMERICA ., 


(ncoiporated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1920 


Cash Capital ....... $ 1,000,000.00 
(RAR ee 10,748,246.37 
Liabilities, including 
MEL. 5.6 0:s-0505-6:0 7,638,598.39 
Net Surplus ........ 3,109,647.98 
Surplus to Policy 
ere 4,109,647.98 


HEAD OFFICE 
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(PENNSYLVANIA STANDARD) 
JANUARY 1, 1920 


Cash Capital - - - ~~ $1,000,000 
Premium Reserve - ° . - 3,622,274 
Surplus to Policyholders - - 1,954,749 
Assets . - - . . - 6,176,156 


| Agents writing Fire, Tornado, Rent, 
_ Business Interruption, Leasehold, 
Profit. Sprinkler Leakage, Explosion 
and Riot Insurance, also Automobiles 
_ against Fire, Theft, Collision and Prop- 
| erty Damage, find the NATIONAL 
UNION a valuable acquisition. Faith- 
| ful service and surprisingly good facil- 
ities are accorded as a matter of course. 
For enterprising agents it is a good 
Company by every test that counts. 
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Assured and His 
City Control Rate 


HOW CREDIT 





MEN VIEW RISKS 





High Rate a Signpost Warning That 
Property is Dangerous to 
Community 





The report of the committee on fire 
insurance made in Atlantic City a few 
days ago at the convention of the Na- 
tional Association of Credit Men is well 
worth reading. It points out that if 
risks are highly rated there is a reason, 
and that the assured and the munici- 
pality are responsible. It discussed in- 
creased valuation of property, co-insur- 
ance clause, insurance as credit, the 
fire losses generally and other points. 
The report follows: 

The year just passed has had par- 
ticular significance from the point of 
view of the fire insurance and preven- 
tion committee because of the great in- 
crease in value of all classes of goods. 
This means that with every new ad- 
vance in price, stocks must be pro- 
tected by new and larger policies else 
they would be dangerously underin- 
sured. This was also true of machinery 
and buildings, the replacement value 
of which mounted especially fast dur 
ing the year, exposing Owners to great- 
er and greater danger of loss unless 
they followed the increases with new 
contracts of insurance, 

The committee stressed this fact, 
calling the attention repeatedly to the 
fact that under coinsurance policies 
the owner was steadily becoming a 
larger and larger co-insurer unless he 
followed rising costs with increased in- 
surance. The committee found that it 
was not well enough understood that 
the basis of settlement of a loss was 
replacement value at the time of the 
fire. 

Use and Occupancy 

Again the committee emphasized 
through the year the special impor- 
tance of use and occupancy insurance 
in these days when the restoration of 
a building and replacement of machin- 
ery is so difficult and subject to delays, 
so prolonged, perhaps, that the con- 
cern suffering a fire loss might easily 
lose a whole or even two operating 


seasons. Envelope leaflets intended 
to remind the customers of our mem- 
bers of these important insurance 


truths were issued by some of the local 
associations, so that we believe the 
significance to the insurer was finally 
driven home, 

Another point which the committee 
has urged through the monthly has been 
the significance of the rate, that the 
rate is controlled by the insured or 
municipality in which his property is 
located, it being important to under- 
stand that over a series of years insur- 
ance companies never make money in 
insuring high rated properties, but find 
profit only in the low rated properties, 
those located in well protected com- 
munities where fire ordinances have 
been enacted and are well enforcea, 
and where owners have taken every 
precaution to prevent fire, or if fire be- 
gins have so arranged stock and fx- 
tures that fire is unlikely to spread 
rapidly. 

The better this important insurance 
fact is understood and appreciated the 
sooner will we get the mastery of the 
fire problem. 

Too often business men, especially 
traders in small unprotected towns, 
think they are justified for carrying 
small insurance, by throwing the blame 
on the insurance companies who, they 
point out, are charging exorbitant 
rates. The committee is urging that 
this complaint presents to members the 
opportunity to drive the lesson home, 
that this high rate should be a sign- 
post telling him that experts in fire 
Matters estimate that his chances of a 
Serious fire are high and that they do 
hot care to assume the risk. As a mat- 
ter of fact the best companies are not 
interested in assuming chances so 
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greatly against them as the high rate 
indicates; though as semi-public insti- 
tutions they assume these risks as a 
pert of the day’s work. 

The fire losses of 1919 were $269,- 
000,775 and of 1918, $317,000,000 which 
latter sum includes -several especially 
disastrous fires connectea with the 
handling of war materials, This year if 
we witness falling prices alertness will 
be required against the arsonists and 
incendiarists who will find the way of 
the torch profitable unless insurance in- 
terests and business and public authori- 
ties are on the offensive. Their das- 
tardly quick-rich methods must be made 
as dangerous and as costly as possible 
for them, 

Resolutions 

Finally your committee offers the fol- 
lowing resolutions: 

Resolved, That the National Associa 
tion in convention assembled, recogniz- 
ing the substantial dependence of 
credits upon insurance, urges its mem- 
bers to take every opportunity to im- 
press upon customers that their credit 


standing depends in large degree upon 
having proper insurance coverage, and 
that the amount should always be in 
the ratio to replacement values that is 
required under the terms of the policies 
carried, 

Resolved, That the members of the 
association be here urged to do all in 
their power to have their customers 
understand the relation between the 
rate and chances of fire loss; that ex- 
perience for years has been that the 
higher a property is rated the less like- 
ly it is to yield the insuring company 
a profit, and that it is in the power of 
the property owner and his community 
and of them only to reduce the amount 
of the insurance tax. 

Resolved, That the members of the 
National Association of Credit Men in 
forwarding property statement forms to 
customers to fill in, insist that quite as 
important as the statement of condition 
io the statement of insurance carried, 
and that this must be given in sufficient 
detail to indicate that its importance is 
appreciated. 
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“AMERICA FORE” 


“The Spirit of 1920”— 


It is the belief of the Fidelity-Phenix that “the Spirit of 1920” and 


“the Spirit of ’76” are fundamentally the same 


that America is still 


militant in defense of her independence, that the United States is still 
joined togethe r for freedom, and that the American people are still loyal 


Indications that seem to point otherwise are mere straws in side 
eddies that do not represent the main current of American loyalty to the 
ideals and institutions of the United States. 


FIDELITY - PHENIX 


Fire Insurance Company of New York 


Cash Capital, $2,500,000 


HENRY EVANS, President 


HOME OFFICE: 


80 Maiden Lane, NEW YORK 


CANADIAN DEPT.: 
W. E. Baldwin, Manager 
17 Gt. John Street, 
MONTREAL 


Cc £.z 


PACIFIC COAST DEPT.: 

Allan, 

Insurance Exchange Bldg., 
SAN FRANCISCO 


FAMOUS for FAIR DEALING! 


WESTERN DEPT.: 
C. R. Street, Vice-Pres., 
137 S. La Salle St., 
CHICAGO 


Secretary 





Seeking Middle Road 
in Auto Rule Tangle 


THREE 





FACTIONS STAND PAT 





Casualty and Marine Companies Would 
Give Fire Men General 
Agencies 


The Committee of Nine, 
automobile writing company executives, 


composed of 


met June 2 and went over the new con 
stitution for the Conference. It was de- 
cided that the constitution as formed, 
providing for individual representation 
of companies in the Conference, is one 
of the things most urgently needed at 
this time. There will be another meet 
ing of the company executives June 29 
The adjourned meeting of the Confer- 
ence which was to have been held in 
Atlanta, will be held a day or two fol 
lowing the meeting June 29. Mean- 
while, the new constitution of the Na 
tional Conference has been decided 
upon, 

There still remains the all-absorbing 
topic of agency rules and commissions. 
Considerable work remains to be done 
on this, as the situation throughout the 
country, particularly in the Middle West 
and South, is quite mixed. The same 
fundamental differences exist among 
the three main branches of the auto- 
mobile business. The marine and cas- 
ualty companies seem none the less de 
termined that they shall be allowed to 
continue their present systems of gen- 
eral and special agents or branch of- 
fices, as the case may be. They are in- 
different as to how many general ag- 
ents the fire companies may have, but 
the trouble is that the fire companies do 
not wish any. 

Three Cornered Proposition 

In a compromise proposition, in which 
all automobile writing companies were 
given the right to operate on some 
middle road basis, the fire companies 
would not feel that they should depart 
from their present system of local ag 
ency representation, and the agents of 
those companies, who have been accus- 
tomed to doing business that way, do 
not relish the introduction of any of the 
other systems used by fire and marine 
companies. 

The present agency and commission 
rule, in spite of the fact that it has not 
worked to the satisfaction of all, was 
framed after long and careful considera- 
tion of the problems involved. If the 
rule had been jumped together hurried- 
ly there would be more reason to be 
lieve that possibly it is wrong in prin- 
ciple and should undergo radical change. 
The fact remains that in all the discus- 
sion of the present agency and com- 
mission problems and the possibility of 
eliminating them by the adoption of an 
entirely new set of rules, the strength 
and wisdom of the present regulations 
appear more and more pronounced and 
the possibility of their complete upset 
more remote. 


SOME BRITISH FIGURES 





Commercial Union’s Worldwide Pre- 
mium Income £6,632,826; Losses 
Last Year, £2,582,663 
Some Head Office figures of British 
fire insurance companies for 1919, as 


presented in British exchanges, follow: 

Premiums Losses 
PE Saas See £1,910,159 £787,478 
Caledonian .. 705,551 319,645 
Com. Union 6,032,826 2,203,761 
L & L. & G 4,562,169 1,923,673 
London Ass'n, 1,364,203 571,283 
Lon. & Lanc... 3,270,298 1,201,276 
Northern ....... 2,040,005 901,903 
Phoenix severe 2,264,039 951,131 
Royal Exch. ...... 1,482,371 705,884 
ae ak ieene 1,291,281 543,806 
Sie ahd ag Wal 2,266,620 1,672,138 
oo ae 740,802 333,990 
Eagle, S. & B. D.. 1,214,688 547,981 
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Bruns Questions 
Non-Board Sincerity 


THEIR RATES NOT FILED 





ALL 





Violate Insurance Section; Recommends 
Plan for Co-operative Advertising 
Among Local Organizations 





Frederick V. Bruns, the energetic, 
imaginative and aggressive Syracuse lo- 
cal agent, who is president of the New 
York State Association of Local In 
surance Agents, can be counted upon 
to say something striking, original and 
creative whenever he makes a speech, 
and his annual address at the —— 
the 


tion in Syracuse this week of 
agents’ association ran true to form. 
He declared that the non-board com- 


panies have made an effort to comply 
with that section of the State rating 
laws requiring the filing of schedules, 
except so far as dwelling houses are 
concerned. He criticised the discrim- 
ination practiced by non-board com- 
panies. 

Mr. Bruns also brought up the ques- 
tion of mutual competition and in- 
creased commissions, leaving both to 
be acted upon later by the association 
at the meeting this week. He said that 
the conferences with companies were 
growing more valuable in aiding agents 
to meet discouraging competition. He 
called attention to the recognition be- 
ing given to agents in rating bureau 
territorial adjustments, And he made 
a number of recommendations, one of 
which was the establishment of a per- 
manent service committee, authorized 
by the association, and whose function 
will be to distribute to local organiza- 
tions plans for co-operative advertis- 
ing and for more effective joint work 
in accident and fire prevention, He al- 
so advocated a survey of the state to 
learn names of agents and brokers and 
make a study of their qualifications, 

Increased Membership 

Mr. Bruns’ address in part follows: 

“As the first step’ for increasing 
membership, a complete list of every 
insurance agent in New York State 
was secured from the various rating bu- 
reaus, to all of whom we are under 
obligation for the courtesy extended. 
This list was then separated into mem- 
bers and non-members groups, arrang- 
ing each list under the sub-divisions of 
counties with further sub-division of 
city or town in each county. The en- 
tire list comprised approximately twen- 
ty-four hundred names and to each 
name on the list during the year, there 
has been sent five News Letters, ques- 
tionnaire on mutual and non-board sit- 
uation, and to every non-member of the 
association two special appeals to join 
with us have been sent out. The re- 
sult of this will be shown in the report 
of the Secretary. 

New Boards and Clubs 

‘During the year the president visited 
and spoke before ninetee* different lo- 
cal organizations, and during the year 


eight new insurance clubs have been 
organized and a number more have 
been re-organized. There are now in 


the State thirty-five local insurance 
agents’ clubs or boards. There should 
be twenty five more and new ones can 
be organized by three or four agents 
getting together as a nucleus in each 
community, getting from this Associa- 
tion sample constitution and _ by-laws, 
and with a small beginning organizing 
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a club, and then inviting in later such 
men a8 are in harmony with the pur- 
poses and activities of the organiza- 
tion. 
Information Men 

“Through the courtesy of various in- 
surance companies, fifteen specialists 
in fire and casualty underwriting and 
rating have been made available for 
volunteer service as speakers before 
local organizations, The records of this 
office show that nearly twenty-five 
speeches were made during the past 
year by these men, much to the advan* 
tage of the companies they represented 
and the agents who were privileged to 
hear them. 

Non-Board Situation 


“At the Louisville convention it de- 
veloped that New York State was 
unique in being practically the only 


state of insurance importance where in 
some communities certain companies 
permitted their agents to write policies 
of fire insurance at any rate which 
their agents deemed adequate, while in 
communities of essentially the same 
local conditions of the State these same 
companies were favored carriers with 
some of our most prominent agencies 
who wrote their policies strictly at 
tariff rates. In order that first hand in- 
formation might be had, questionnaires 
were sent out to every agency in the 
State, requesting information on this 
subject and the result showed that in 
sixty-five different communities, agents 
representing companies affiliated with 
the four rating bureans of the State, 
whose schedules were filed according to 
law with the insurance superintendent, 
were harassed by the very unfair com- 
petition of agents of twenty-two com- 
panies who had not filed their sched- 
ules of rates with the superintendent as 
required by law, A tremendous amount 
of correspondence has passed between 
these so-called ‘non-board companies’ 
and this association, and there have 
been many conferences between the in- 
surance superintendent and represen- 
tatives of this association, and it seems 
to your officers that at this time the 
non-board companies are awake to the 
fact that it is not good business to mark 
their nolicies in certain sections of 
New York State as worth less than 
policies covering similar risks in other 
stock companies in the same communi- 
ties. Furthermore, leading agents of 
these so-called ‘non-board companies’ 
representing the companies in terri- 
tories where tariff rates are secured are 
also considerably exercised at the 
thought that companies receiving big 
volumes of business from their offices 
are cut-rate companies, working to the 
advantage of fellow-agents in other ter- 
ritories. And last but not least, the 
insurance department is being con- 
stantly reminded that the business in- 
terests of New York State will not per- 
mit discrimination in favor of a com- 
parativelv small group of companies as 
against the great group of companies 
represented in the Rating organization, 
which have filed with the Superinten- 
dent their schedules of rates. 

“Since 1913 the Department has as- 
siduously worked with the rating bu- 
reau of the state to see that schedules 
were formulated and filed. In fact, re- 
ports as to progress have been required 
of the association companies and fre- 
quent investigations of the rate bureaus 
have been made by the Department. 
The so-called ‘non board companies’ 
have made no effort except as far as 
the dwelling schedule is concerned, to 
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approximate in its result the compli- 
ance with Section 141, attained by the 
Board Companies. 

“This matter will be more fully de- 
veloped in a special report later in the 
session, 

Mutual Competition 

“During the year a questionnaire was 
sent out to every agent in the state, 
asking for specific information in rela- 
tion to the competition of casualty mu- 
tuals in the automobile and compensa- 
tion lines. The answers gave some 
tremendously interesting material 
which has been digested by our casual- 
ty committee, under the chairmanship 
cf Mr. E. H. Warner. This report will 
also be given later. 


Increased Commissions 

“During the last six months there 
has hardly been a mail received in the 
office of the president which did not 
carry at least one letter from some 
agent asking what the Association was 
doing in the matter of increased com- 
missions. A special committee to han- 
dle this subject was appointed some 
time ago, and that committee also will 
report later. 

Increased Income 

“If this association is to be of value 
to its present and prospective member- 
ship, more funds must be available to 
carry on its numerous activities. It is 
eminently unfair that the officers of an 
association should be expected to give 
at least one half of each day from their 
own business to the detail of an organi- 
zation of this sort, and be further re- 
quired to pay out of their own pockets 
a very considerable amount of cash for 
clerical help necessary to keep up the 
correspondence and the details of the 
various departments. To this end some 
plan must be adopted to increase the 
income of the Association. 

Permanent Records 

“This administration has established 
in permanent form card indexes of all 
members and of every prospective mem- 
ber in the state. There has been pur- 
chased for the benefit of the Associa- 
tion a permanent record book to be 
passed on from President to President 
which will show exactly what each ad- 
ministration has done or has attempted 
to do. 

Company Conferences 

“The committee representing your as- 
ciation called upon representatives of 
fire companies and casualty companies 
in New York early in the year and the 
result was of intense interest and con- 
siderable benefit both to the companies 
and to this Association. In absolute 
truth, there is a new vision of company 
difficulties and embarrassments in the 
minds of agents, and companies have 
learned more and more of the indi- 
vidual problems of the agent in his en- 
deavor to build up the business of his 
companies along profitable lines, and 
at the same time meet his increased 
costs of carrying on his business in the 
face of at many times extremely dis- 
couraging competition. 
Rating Bureau Conference Committee 

“Acting at the direction of the execu- 
tive committee, representative agents 
have been appointed in each territory 
controlled by the rating bureaus of the 
State who are empowered by this asso- 
ciation to represent the Association in 
Conferences whenever changes in rule 
and forms are proposed. This step has 
been very graciously received by the 
rating bureaus and it is an indication 
that insurance companies more and 
more appreciate that the Agent is the 
immediate representative of the com- 
pany with the public and more than 
anyone else understands the public 
mind. It is being very clearly demon- 
Strated that insurance companies can- 
not market their product indefinitely 
Without taking into consideration that 
the public has something to say about 
what kind of goods it will accept. 

News Letters 

“You are all cognizant of the plan 
carried on during this administration by 
which to twenty-four hundred agents 
in this state, as occasion has required, 
five different News Letters have been 


“From the foregoing, you can see that 
we have tried to do many things during 
the year, and we have accomplished a 
few. Our failures have not been due 
to lack of interest or sincere endeavor. 
At the close of this convention you 
will elect a new administration, and I 
wish to say in passing that in picking 
out your new officers, it is particularly 
important that men be secured who are 
willing to sacrifice considerably of their 
time and of their money. The adminis- 
tration of the State Association of In- 
surance Agents is becoming more and 
more complex and the men who volun- 
teer to assume the responsibilities of 
executive officers and committeemen, 
must understand that they are assum- 
ing no mean obligation. Funds must 
be provided to help them carry on 
their work. 

“I do not see the need of a paid 
Secretary now, but funds should be 
available to pay for at least one half 
time for a stenographic secretary for 
the President to carry on the details 
of the office. 

“To this Association and to the new 
aaministration, I wish to make the fol- 
lowing recommendations which I trust 
you will consider, discuss and take ac- 
tion upon before this Convention ad- 
journs. 

Recommendations 


“1. The first vice-president of this as- 
sociation should be chairman of a per- 
manent membership committee with 
associates representing each county in 
the state, who should be provided with 
the list of non-members of the associa- 
tion, with instructions to secure their 
membership in the association prompt- 
ly or show satisfactory reasons why 
these Agents are not affiliated with this 
organization. 

“2. The new president of this asso- 
ciation should be instructed to proceed 
in the most diplomatic but also in the 
most aggressive way to promptly re- 
move the discrimination against the 
majority of the insurance companies in 
this state who are complying with the 
law in the filing of their schedules. 

“This association can proceed with 
unique power, first because we have 
the numbers, second, because we rep- 
resent ninety per cent of the stock pre- 
miums written outside of the metro- 
politan district, and third, we are ac- 
tually part of the public to whom the 
officials of the state are directly re- 
sponsible for the enforcement of the 
law as it stands on the books of the 
state. The new president should be 
given power by resolution to use his 
judgment as to any method to procure 
the results desired and to associate 
with himself such agents and secure 
such legal counsel as may be necessary. 

“3. The casualty committee should 
be instructed to see that the stock com- 
panies writing automobile and compen- 
sation in this state continue to a suc- 
cessful conclusion the solution of the 
method of counteracting the insidious 
solicitation by mutual automobile and 
compensation writing companies. 

“4. At least twice each year the con- 
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ference committee should arrange to 
meet with representatives of casualty 
and fire companies to discuss problems 
of mutual interest. 

“5. The conference committee with 
rating bureaus should be continued as 
a permanent committee and again ex- 
pressions of co-operation should be ex- 
tended to the rating bureaus and it 
should be understood distinctly that it 
is the wish of this association that no 
changes in rules or forms should be 
promulgated until representative agents 
acting for this association have been 
taken into consultation. 

“6. The new administration should 
be instructed to continue the plan of 
sending News Letters to our members 
and also News Letters or other forms 
of publicity to Non-Members of this 
Association. 


Mid-Year Meeting 


“7. It is recommended that some time 
during the middle of the year the new 
administration be empowered to call 
into conference all officers and com- 
mitteemen of this association, and the 
officers of all local boards and clubs 
and that at this conference, power be 
granted by this Association to take 
such action as the majority in attend- 
ance deem imperative to the best in- 
terests of the membership. 

“8 It is recommended that a perma- 
nent service committee be authorized 
by this Association, whose function 
shall be to collect and have ready for 
distribution to local organizations, 
plans for co-operative advertising and 
plans for the most effective work in 
accident and fire prevention. This 
committee also to have available a list 
of speakers and suggestions for pro- 
grammes and organization plans for 
use of local organizations. 

“9 It is recommended that a survey 
of the state be authorized by this asso- 
ciation to determine through a repre- 
sentative committee in each commu- 
nity, the names of such agents and 
brokers who are now licensed and 


whose qualifications do not fit them to 
measure up to the standards of this 
Association, and who do not qualify in 
the judgment of representative agents 
in each community, to best conserve 
the interest of the public, and that a 
special committee be appointed with 
power to co-operate with the insurance 
department to secure a revision of the 
present agents’ and brokers’ license 
law and to cooperate with companies 
and the insurance department, to pro- 
tect the public from solicitation by 
agents and brokers who are not by edu- 
cation or ability qualified to so act. 

“10. It is further recommended that 
sufficient funds be made available so 
that clerical expenses of the President 
shall be paid by the association. 

“11. It is further recommended that 
this association pledge to the National 
Association a hearty vote of approval 
for the excellent work done by the Na- 
tional Association for the benefit of the 
entire agency force of the country and 
that each local organization be directed 
to use every effort to secure the maxi- 
mum number of delegates to attend the 
National Convention at Des Moines in 
October.” 

SALVAGE CORPS DOES WELL 

Action was taken by the Underwrit- 
ers’ Protective Association, Newark, 
N. J., continuing the Salvage Corps for 
one year and the assessment of 2 per 
cent on fire insurance premiums for the 
maintenance of the organization. It is 
generally recognized that the Salvage 
Corps is doing particularly good work 
in Newark. Its officers are President, 
Frank B. Heller; vice-president, Fred- 
erick Hoadley; secretary, Charles 8S 
Dodd; treasurer, T. C. Moffatt. The ex- 
ecutive committee, is composed of the 
officers and William S. Naulty, Charles 
N. Henry and James E. Wordley. 


RE-ELECT HAMILTON 
Daniel H. Hamilton has been re- 
elected president of the Insurance So- 
ciety of Baltimore. 





CENTRAL FIRE OFFICE, Inc., 


FIRE---STRIKE---CIVIL COMMOTION---RIOT---SPRINKLER LEAKAGE--AUTOMOBILE 
Risks accepted throughout UNITED STATES—CANADA—PORTO RICO—CUBA 


American Equitable Assurance Co., of New York 
Knickerbocker Insurance Co., of New York ' t 
International Lloyds, Indianapolis, Ind. 


General Agents for Metropolitan District 
Millers National Insurance Co., Chicago, Ill. 
Importers & Exporters Insurance Co., of New York 


General Agents for Above Territory 





Colonial Assurance Co., of New York 
Merchants Underwriters, of New York 
Millers Mutual Fire Insurance Association of Alton, Il. 


Brooklyn Branch 
151-153 Montague St. 


New Jersey Branch 
34 Clinton St. 
Newark, New Jersey 


Head Office 
80 Maiden Lane 
New York City 


Manufacturers Insurance Co., of America 
Great Lakes Insurance Co., Chicago 


Brooklyn and Long Island City Agents 
London & Scottish Assurance Co., London, Eng. 
Underwriters at American Lloyds 


Chicago Branch 
Insurance Exchange 
Bldg. Maryland Bldg. 


UNDERWRITING 
AGENCY 


San Frencisco 
Branch 


Sent through the mail, carrying infor- 
Mation of value to all at interest. 
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Hartford’s New 
Insurance District 


COMPANIES’ BEAUTIFUL HOMES 
Attractive Architecture of Insurance 
Center Makes City One of Most 
Attractive Anywhere 
(Special to The Eastern Underwriter) 
Hartford, June 7. 
fertile fields of the Connecticut valley 
and the insurance city the correspond- 
ent of The Eastern Underwriter the 
other day noticed a great shadow over 
the East section of Hartford and the 
Connecticut river bridge. It was simply 
amazing and one might say even 
breath-taking to see this big arrow-like 
shadow slowly moving toward the east. 
I was standing in the observation gal- 


Gazing over the 


little to the Southeast I noticed a group 
of buildings which stood out in bold re- 
lief against the Wethersfield cove. The 
guide said that was the Connecticut 
State Prison. Rather a staunch re- 
minder, too, for anyone who is trying to 
get away with some of the millions in 
Hartford. 

Then, as from afar came two distinct 
blasts which I noticed were from the 
Hartford boat which plies the Connec- 
ticut between the insurance city and 
the great metropolis. It was whistling 
for the stop it was to make at South 
Glastonbury some ten miles down the 
river. ‘The river is easily distinguish- 
able as far south as Rocky Hill. 

To the southwest perhaps ten miles 
away I could see New Britain with its 
great smoke stacks and many factories, 
and beyond were the Meriden Moun- 
tains which seemed to roll away in the 
distance for miles and miles until they 
became a light grey and mingled with 
the horizon. Then there also is Trinity 
College a little to the west. Its mas- 
sive buildings seem to stick out among 











BIRD’S-EYE VIEW OF HARTFORD’S NEW INSURANCE DISTRICT 


Left to Right—Scottish Union & National, Phoenix Mutual, Phoenix and 
Connecticut Fire, Orient and London & Lancashire Buildings. White 

- building in left background is State Library. On extreme right is 
State Armory. In center on hill is Capitol. 


lery of New England’s tallest building 
and Hartford’s great sun dial and my 
first impression of the city from above 
was one that cannot easily be forgotten. 
Sun-dial is just the word for it—for the 
Travelers’ tower is a sun-dial and a 
great one. The young folks need not 
worry about the daylight saving time or 
if all the clocks in the city stopped. 
For, they can plan to meet each other 
when the shadow of the tower reaches 
the west end of the bridge over the 
Connecticut River and feel at perfect 
ease knowing that it is seven o’clock. 


Looking to the south perhaps the 
first thing to catch my eye was Maple 
Avenue, which stretches over the hills 
to Meriden and New Haven. The city 
itself is so covered with trees that 
Maple Avenue is practically the only 
street that is visible. There are trees 
everywhere. Hartford is perhaps the 
most shaded city in the country. A 





““STRONG AS THE STRONGEST’ 


The Northern Assurance Go. 


(LTD., OF LONDON) 
Organized 18% 
Entered United States 1876 


Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 








the acres of green campus like a sore 
thumb. 

Perhaps the most interesting part of 
the entire landscape, especially to an 
insurance man, is the picture one gets 
looking to the west. It is too beautiful 
for words. There are the beautiful 
buildings including the Capitol, Bush- 
nell Park with its pond and the Park 
River flowing in zig-zag shape through 
it. Then in the distance the state li- 
brary was noticeable and the armory, 
too, 

The photo on this page shows more 


than one can put into words. To the 
left, and perhaps the first thing to catch 
the eye, is that beautiful row of build- 
ings—Hartford’s new insurance row. 
The first, a small red building with a 
front of white pillars from which two 
massive lions look out at you, is the 
United States headquarters of the 
Scottish Union & National. Next, a tall 
building almost square is the new of- 
fice of the Phoenix Mutual Life Insur- 
ance Company which, you will notice, 
is just being completed. The building 
is of six stories, of straw-colored pressed 
brick and is artistically designed. It 
will probably be ready for occupancy in 
the autumn. Officers of the company 
expect that the new quarters will pro- 
vide for the expansion of the company 
for some years to come, said the guide. 
Then on the corner just opposite the 
state capitol is the Phoenix (Fire) In- 
surance home office which was recently 
completed and then we have the home 
of the Orient with its dome-shaped top 
of glass. The Orient is fast outgrowing 
its present quarters and before many 
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Capital Stock .......... 
Net Surplus ........... 


JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 


Firemen’s Insurance Co., Newark, N. J. 
January 1, 1920 


inkws aren $1,250,000.00 
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SURPLUS TO POLICYHOLDERS. $3,550,392.78 


DANIEL H. DUNHAM, President 


A. H. HASSINGER, Secretary 
J. K. MELDRUM, Assistant Secretary 








of Westertowon 1B. 


E. J. PARMELEE, Syracus 


Fire, Marine, Windstorm, 

Automobile, Sprinkler Leak- 

age, Riot and Explosion In- 
surance. 


E. A. MORRELL, 205 Walnut Place, Phila., Special Agt. MIDDLE DEPT. 
JAMES J. GARLAND, 514 Eighth Ave., Brooklyn, Special Agent 


e, N. Y., 
GEORGE SHAW, 116 Milk St., Boston, Special Agent NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........NEW YORK STATE 
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A. H. TRIMBLE, Prest. 


Capital $400,000.00 Surplus 





The Superior Fire Insurance Co. 
PITTSBURGH 
Incorporated 1871 


EDWARD HEER, Sec’y and Treas. 


Why not make room in your agency for a conservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for nearly half a century? 


to Policy Holders $730,417.59 


Assets $2,083,462.49 
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123 William Street 
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WM. A. BLODGETT 
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Urbaine Fire Insurance Co. 
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moons have passed, it has announced, 
it will build an addition to the present 
structure. 

Passing over the park beyond the red 
brick walls of the Hartford Public High 
School and the stately brown structure 
known as the Cathedral I noticed that 
there were men working in a pit which 
looked as though it was where the Deaf 
and Dumb Asylum once stood. And 
sure enough, the guide told me that was 
exactly the place and the men were 
digging the cellar for the new home 
office building of the Hartford Fire and 
Hartford Accident and Indemnity Com- 
panies. The building is the greatest at 
present. being built in the city and will 
cost about $2,000,000. 

To the north the view of the Connec- 
ticut as it winds its way from what 
seems to be Mount Holyoke and Mt. 
Tom in Massachusetts, and the broad 
extension of meadow lands on each side 
is just in contrast with the view in any 
of the other directions. On a clear day 
the Holyoke House on Mt. Holyoke is 
easily distinguishable as is the house 
on top of Mt. Tom with its gold dome 
shining in the sun. 


Under the shadow of the historic 
tower I noticed there were another half 
score insurance buildings. There is the 
Aetna and the Aetna Life Insur- 
ance Company. The latter of which 
is already occupying offices in sev- 
eral buildings in the city. There 
is no prospect, however, of that com- 
pany’s building at this time. The 
company owns the Jewell Belting Com- 
pany property opposite Bushnell Park 
and it has been rumored that the prop- 
erty will be the site of what will be the 
largest insurance building in the insur- 
ance city. The Aetna companies are 
occupying, in addition to the home of- 
fices, several floors in the D’Esopo 
Building, part of a building on Lewis 
Street, a five-story building on Trumbull 
Street, and buildings on South Ann and 
Jewell streets. 

Across the street is the old Center 
Church behind which is the famous 
graveyard where all the founders and 
first settlers of Hartford lie, including 
Thomas Hooker. At the corner only a 
stone’s throw away is the Connecticut 
Mutual Life Insurance Building which 
just recently had an addition added to 
it. Going down Pearl Street the next 
building was the Connecticut General, 
which is now preparing plans for a new 
home office building which will be 
erected on Elm Street where the old 
Armory and Park Casino stood. This 
is at the end of the insurance row 
shown in the photo. The Connecticut 
General deposited bonds for the deed 
many months ago. A number of changes 
have been recently made in the old 
home office building. The group de- 
partment is now on the fourth and fifth 
floors and the officers are located in 
the newly finished quarters on the third 
floor. Within the last year the amount 
of available space has been doubled and 
the company is still short of room. The 
supply department of the company is 
now located in the Lewis Street build- 
ing where the group department was 
formerly located. 

On the other side of Pearl Street is 
located the Phoenix Mutual Life Insur- 
ance Company’s present home office and 
the National Fire Insurance Company’s 
building, both of which are plainly no- 
ticeable. At the corner of Pearl and 
Trumbull streets is the present home 
office of the Hartford Fire and Hartford 
Accident and Indemnity Companies. A 
Massive structure of grey stone six 
stories high. 

As I descended from the tower to 
Grove Street I noticed alterations which 
were being made on the property re- 
cently bought by the Travelers. The 
Hartford Times Building and that of 
the Bond restaurant are being torn 
down in parts or remodeled. Practically 
all the tenants have moved excepting 
the Times and Humane Society but it 
will only be a matter of a month or per- 
haps less when these two will have va- 
cated and then the work will go on even 
faster. The company has already taken 


out a permit in the office of the build- 
ing inspector and some time ago re- 
ferred a petition for permission to build 
a bridge connecting the new building 
with the present one. It will be an 
overhead bridge or passageway at a 
height of three stories. According to 
the petition, the architecture of the 
bridge will be a feature of the construc- 
tion and the passageway will not inter- 
fere with the public use of Grove 
Street. 

I have heard it will cost about $2,- 
500,000. It will have a frontage of 180 
feet on Grove Street and 140 feet on 
Prospect Street and will be known as 
No. 26 Grove Street. It will also have 
a depth of about 140 feet on Main Street. 
There will be eleven stories, the second 
and third floor of which will be used 
largely for an assembly hall capable of 
accommodating 800 people. The build- 
ing will be well equipped with elevators 
as there will be ten of these. Connec- 
tion will also be made with the old 
building by means of an underground 
tunnel which will be of sufficient width 
to permit the passage of hand trucks 
and will provide for pedestrians as the 
brick building on Prospect Street, which 
houses the printing and supply depart- 
ment, is now connected with the main 
building. The heating will be from the 
central heating plant. 

The Mark Eidlitz Company of New 
York is the contractor for the new 
building and Donn Barber, of New York, 
is the architect. Mr. Eidlitz was the 
builder of the Travelers Tower and has 
built many important buildings in this 
city. He is now building the new home 
of the Phoenix Mutual Life Insurance 
Company on Elm Street in which the 
plastering is now being done and which 
will be ready about October 1. 

The new home of the Hartford Fire 
at No. 690 Asylum Street, which is to 
cost $2,000,000, is also being built by 
Mr. Eidlitz. This building, of which the 
foundations are now about half com- 
plete, will be of three stories. The 
structure will have a frontage of 347 
feet, will be 275 feet deep and will ex- 
tend 318 feet 4 inches in the rear. 





REPRESENTING NORTHWESTERN 





World Underwriters Agency to Have 
Automobile Department in 
Metropolitan District 

The World Underwriters Agency, 
Inc., 59 Maiden Lane, New York, has 
been appointed general agent for the 
metropolitan district automobile depart- 
ment of the Northwestern Fire & Ma- 
rine of Minneapolis. This company has 
not heretofore been writing automobile 
business in the East. It is controlled by 
the Hartford Fire and is regarded as a 
well conducted company, which in re- 
cent years has been making good prog- 
ress under an efficient management. It 
writes fire, tornado, automobile and hail 
insurance. 

Waldo B. Elliott has been elected sec- 
retary of the Agency. He has been con- 
nected with the United States Fidelity 
& Guaranty for about nine years in the 
capacity of underwriter. During that 
period he has built up a large acquaint- 
ance among New York insurance peo- 
ple. 

Elwood L. Heffner, who is known to 
most everybody along William Street, 
has been appointed special representa- 
tive. Mr. Heffner has long been identi- 
fied with the insurance business and has 
had experience in several large broker- 
age offices. 








LEWIS TO SUCCEED DENT 
According to an exchange Hugh 
Lewis, now London manager of the 
Liverpool & London & Globe, is to be 
general manager of that Company, suc- 
ceeding Alfred George Dent, well-known 
in this country. 





RIALL A DEMOCRATIC DELEGATE 

Harry L. Riall of the Riall-Jackson 
Co., a prominent Baltimore local ag- 
ency, has been elected a delegate to the 
National Democratic Convention to be 
held in San Francisco. 
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Western Department 
WALTER H. SAGE, Gen’! Mar. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Hl. 

Boston Office 


| ROGERS & HOWES, Managers 
1 Liberty Square, Boston, Mass. 








Great American 
Insurance Company 


New York 


INCORPORATED - 1872 
PAID FOR LOSSES 


| $112,397,573.17 
STATEMENT JANUARY 1,1920 


| $5,000,000.00 


RESERVE FOR 1. OTHER LIABILITIES 


1,30 


SURPLU 


11,010,376. 51 
33,201,678.88 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3ist, 1919 


Since January Ist the Capital Stock of the 
Company — bers increased to $10,000,000. 


e Company now owns 


$10,000,000 ©. s. Government Liberty Loan Bonds. 
Home Office, One Liberty Street 
New York City 
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Pacific Department 


GEORGE H. TYSON, Gen'l Agent 
210 Sansome Street 
San Francisco, California 


Marine Department | 


WM. H. McGEE & CO., Gen'l Agts 
15 William Street, New York City | 











Greater Capacity for Local Agents 





Use our unlimited capacity and wide experience for placing additional lines 
of insurance beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British 
Companies maintaining United States deposits. 
binders given. 
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BRITISH AMERICA 


ASSURANCE CO. 
Incorporated 1833 
Toronto, Canada 


Fire, Automobile, Explosion—Riots, Civil 
Commotions and Strikes 


Statement, January 1, 1920 
ABOOUD ccccccescccececcccccoscccced $2,297 350.46 
LAROTEOS oc ccceccssscncevovenses 1,517,850.59 
Surplus in United States....... $ 779,499.87 
Total Losses Paid in United 
States from 1874 to 1919, 
INOTRING . cosescnesvsencvsenesd $26,935,071.80 


W. B. MEIKLE, Pres. & Gen, Mgr. 
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Tendency to Do Away 
With “Blind” Ads 


TREND IS NOTED IN “J. OF C.” 








Companies and Brokers Giving Their 
Names; Continued Secrecy Regard- 
ing Specials and Placers 





There has long been a feeling in the 
business that. in the want ad columns 
insurance companies, agency and brok- 
erage offices could obtain better results 
if the advertisers used their own names. 
Recently, the “Journal of Commerce” 
issued an appeal to advertisers to do 
away as much as possible with the blind 
key signatures and sign their own 
names to the advertisements. of 
course, it is understood that this is not 
always practical as an advertiser fre- 
quently does not want the Street to 
know of vacancies. Of late, however, 
there has been a tendency to use 
names 

A survey of want ad columns in the 
“Journal of Commerce” made during 
the past few days disclose some ads 
signed by advertisers’ names. For in- 
stance: 

Free desk room to good producer. 
Johnston & Collings Co. 

Opening for experienced account 
checker. Niagara Fire. 

Experienced map clerk wanted. Phoe- 
nix Assurance. 

Endorsement clerk wanted. North- 
ern. 

Stenographer 
Brothers. 

Office boy wanted. William J. Lynch. 

Wanted manager in general insurance 
brokerage office. Nathaniel Kraus & 
Bro. 

Map clerk wanted. Yorkshire. 

Automobile daily report wanted. 
Westchester. 

Advertisements for special agents 
and placers continue to be “blind. as 

A. O’BRIEN’S NEW POSITION 

Alfred J. O’Brien, schedule expert, 
who was for some time with the Conti- 
nental as a rate expert, later with 
Ream, Ives & Wrightson in a like ca- 
pacity, is now connected with the fire 
insurance department of the Automobile 
Insurance Company at its New York 
branch office. Mr. O’Brien is recognized 
as an authority on schedule checking 
and an export rate advisor. 


wanted. Nehring 


WILL MEET IN CANADA 
The annual meeting of the Canadian 
Fire Underwriters’ Association will be 
held at the Algonquin Hotel, St. An- 
drews-by-the-Sea, N. B., Canada, June 
22. A large attendance of members 
both from Canada and the United States 
is expected. One of the attractions of 
the meeting is a golf: tournament for 
the handsome trophy offered by Presi- 
dent John B. Laidlaw. 
SECRETARY GOODWIN ILL 
Secretary Goodwin, of the National 
Automobile Conference, has been at 
home ill for several days. He ig try- 
ing to determine whether or not his 
case is one of appendicitis. 





WILLIAM A. STONEY ILL 
William A. Stoney, of the Central 
Traction & Lighting Bureau and the 
Electrical Bureau, is quite ill and has 
been confined in a hospital. 





. 
The Underwriters’ Golf Association 
held its annual tournament at Engle- 
wood, N. J., yesterday. 


FORM E. INTERPRETED 





Considerable Misunderstanding Has Ex- 
isted Regarding $300 Minimum 
Premium Provision 





There has been a misconception of 
the meaning of the automobile dealers 
policy form E. This is what is some- 
times called the $300 minimum pre- 
mium form, or the initial premium 
form. 

It has been considered by some that 
this form means that the initial pre- 
mium shall not be more than $300. 
In fact it may be $1,000 if the 
size of the risk warrants that amount. 
The three hundred dollars is only a 
minimum, not a maximum. 

If one company makes a practice of 
taking no more than $300 initial pre- 
mium, other companies who demand the 
proper amount, based on the size of the 
risk, are placed at a disadvantage. 


RARITAN VALLEY TOURNAMENT 

The Spring Tournament of the New 
York Fire and Marine Underwriters’ 
Golf Association will be held at the 
Raritan Valley Country Club, Summer- 
ville, N. J., June 19. ‘There are three 
events in this tournament which at- 
tract great interest among fire and ma- 
rine men. First -The championship 
cup competition. Second—The eighteen 
medal play handicap, class A and B. 
Third—The eighteen hole best ball, four 
ball medal play handicap. 

Edward Gallagher, treasurer of the 
Association, is advising members that 
the entrance fee for this tournament is 
now due. All the members know how 
Eddie likes to get the dough. Better 
get across while the getting is good. 

The officers of the Assoc eo are: 
Harry W. Barley, president; E. Pow- 
ell, Jr., vice-president; aa Gal- 
lagher, treasurer; W. T. Glenney, secre- 
tary. 

The tournament committee: E. D. La 
Tourette, Gardner White, Sydney G. 
Wilcox, T. C. Moffatt, J. F. Honness, P. 
M. Tofte, James A. mits, Jr. 


PLANS FOR HOME OFFICE 

The work incident to completing ar- 
rangements for the furnishing of the 
new home office of the Automobile In- 
surance Company of Hartford, which 
will be located in the present Phoenix 
Mutual -Life quarters when that com- 
pany removes to its new home office, is 
being rapidly completed. The utmost 
care is being taken to have the arrange- 
ments of the space and equipment such 
as will most easily facilitate the hand- 
ling of the Automobile Insurance Com- 
pany’s rapidly growing business. 

G. W. BLOSSOM, JR., HERE 

George W. Blossom, Jr., of Fred S. 
James & Co., who is regarded as one of 
the coming men in the business, is a 
New York visitor. He is a Yale grad- 
uate, and has been with F. S. James & 
Co. five years. 


F. S. JAMES & CO. OUTING 

The annual outing of employes of 
Fred §. James & Co. was held on Tues- 
day, nearly 200 being in attendance. 
The agency department won the ball 
game. Prizes in athletic games were 
donated by Fred S. James, G. W. Blos- 
som, W. A. Blodgett, J. B. Brickelmaier, 
C. W. Sparkes and L. N. James, 








PACIFIC NATIONAL RESOURCES 

The Pacific National Fire, Sacramen- 
to, Cal., which has applied for admis- 
sion to New York, made a statement 
as of December 31, 1919 showing cash 
oo $250,000 and net surplus $228,- 
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JAMES H. BREWSTER, Mer. 
Hartford, Conn. 
A BROAD UNDERWRITING SERVICE TO AGENTS 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc. 
Works in Harmony with American Agency Principles and Practices 


























LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


E. F. FLINDELL 
INSURANCE 


1 LIBERTY STREET Telephone John 2612 


LOCAL OFFICES 


BROOKLYN, N. Y. NEWARK, N. J. 
153 Remsen St. 9-15 Clinton St. 
Tel. 2504 Main Tel. 614 Mulberry 
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HERBERT BUXTON 
92 WILLIAM ST., N. Y. CITY 
JOHN 348 


Issues the Most Attractive Automobile Policyin a Non-Conference 
Company 























Binders Effected on Risks Anywhere in the U. S. & Canada 
Phone John 4613 


BERNHARD JNSURANCE AGENCY 
43 Cedar St., 1 Montgomery St., 
New York City Jersey City, N. J. 


Agricultural Ins. Co. of Watertown Nationale of Paris Fireman’s Fund 
Atias Assurance Co. Rhode Island Insurance Ce. Home Fire & Marine 





Just say: 
“Insurance 
Man”— 


the open sesame 
. to every courtesy 
within our power. 








Room with de- 
tached bath $1.50 
and $2.00 


Private bath $2.50 
and 


BR OORT Hotel 
Insurance Headquarters 
MADISON ST.—East of LaSalle 


CHICAGO 
LAURENCE R. ADAMS, Sec’y & Mgr. 
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CRUM & FORSTER 


GENERAL AGENTS 


95 WILLIAM STREET NEW YORK. CITY’ 
United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 

Potomac Ins. Co., Washington, D. C. 


The North River Ins. Co., N. Y. 
United States Underwriters’ Policy, N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 
San Francisco, California 
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Changes Suggested 
in Theft Agreement 


RETURNED TO COMMITTEE 


Vote on Acceptance Postponed Until 
Next Meeting of Institute; 25% 
Co-Insurance Favored 


The American Institute of Marine 


Underwriters did not agree upon a uni- 
form set of clauses applying to the writ- 
ing of theft and pilferage covers at the 
meeting on Tuesday, but reported the 
proposed clauses back to the committee 
working on this problem, after the mem- 
bers had expressed themselves definite- 
ly in favor of the principle of co-insur- 
ance, such as has been accepted by the 


English underwriting markets. The 
form of agreement submitted for ap- 
proval by the committee, headed by 


Samuel Bird, Jr., on the whole met the 
endorsement of a majority of under- 
writers who attended and was returned 
to the committee because of a few 
minor changes to be made before a 
final vote of endorsement could be 
taken. Another meeting of the Insti- 
tute to consider the amended proposi- 
tions will be called by President Hen- 
don Chubb probably early next week. 
The theft and pilferage committee of 
the American Institute believes that the 
policy of making merchants bear 25 
per cent of all theft losses is the most 
practicable agreement that will be ac- 
ceptable to local underwriters who gen- 
erally are adverse to co-operating 
among themselves. Since the London 
and Liverpool markets adopted their 
agreements on May 10 the New York 
market has watched results eagerly 
with the intention of avoiding any fal- 
lacies growing out of the _ British 
clauses. So, to prevent shippers from 
nullifying the express purpose of what- 
ever form of agreement is adopted, the 
local underwriters will undoubtedly 
limit the amount of insurance upon 
each shipment of goods to invoice value 
plus ten or more per cent. Lack of this 


limitation has left a loop-hole in the 
English agreement. 
Another question still unsettled is 


whether the agreement shall apply to 
open policies already in existence or be 
confined to future business solely. This 
problem the committee will have to 
settle before the next general session. 
A few underwriters went to Tuesday’s 
meeting with the idea of proposing a 
five or ten per cent deductible average 
clause instead of a co-insurance clause. 
This, however, failed to meet with ap- 
proval and was dropped. 

An optimistic report was made con- 
cerning the committee’s progress in se- 
curing cooperation from shippers and 
commercial associations in preventing 
thefts. The latter seem now to be im- 
pressed with the seriousness of the 
situation and are willing to help the 
marine compaziies. 

Export Association Co-operates 

Already the American Manufacturers’ 
Export Association has appointed its 
committee to work with the under- 
writers to devise some better system of 
checking up the arrival and departure 
of freight from warehouses and wharves 
and of proceeding more vigorously 
against thieves. Without the help of 
these trade organizations the marine 
underwriters are powerless to protect 
themselves or the shippers against the 
continuance of immense theft losses. 
It is evident that remedial action must 
evolve from the joint efforts of all 
Parties concerned in the safeguarding 
of merchandise in transit, and not be 
shouldered upon the insurance com- 
panies, 


The committee of the American Man- 
ufacturers’ Export Association con- 
sists of the following members: E. H. 
Downes, Jr., of Converse & Co., chair- 
man; H. H. Harvey, of D. C. Andrews 
& Co.; B. F. Larabee, of Charles Chip- 
man’s Sons Co.; J. H. Larnel, of Henry 
Disston & Sons; and A. W. Willman, 
of the A. M. E. A., who is acting as sec- 
retary. One of the suggested changes 
under consideration by this body is the 
adoption of a more uniform system of 
dock receipts. 


Sir Edward Mountain on Theft 


In his address to the shareholders of 
the Eagle, Star & British Dominions 
Sir Edward Mountain emphasizes the 
necessity for forcing shipowners to 
share their part of the theft liability. 
“Today the shipowner is practically free 
of his liability as a carrier owing to the 
wording of the bill of lading,” Sir Ed- 
ward said. “Underwriters maintain this 
should not be so, and feel that if the 
shipowner shares the burden then he 
will take steps to see that a closer 
watch is kept on goods passing through 
his hands.” 


American Express Company’s Bulletin 


The American Express Company 
features theft and pilferage in its latest 
“Foreign Trade Bulletin” and heartily 
endorses the movement of «wnderwrit- 
ers to combat the theft wave by adopt- 
ing agreements among themselves and 
by seeking the co-operation of shippers 
and freight-handling organizations. 
Through its branch offices in Europe, 
Asia and South America the American 
Express has followed the theft situa- 
tion closely and is convinced as fully 
as the marine companies that stringent 
steps are necessary to curb the evil. 
In commenting on the plan for a com- 
mittee of American insurers and mem 
bers of the New York State Chamber 
of Commerce to meet with underwrit- 
ers, the “Foreign Trade _ Bulletin” 
speaks only of “British underwriters”, 
which is a mistake as the theft com- 
mittee is composed principally of rep- 
resentatives of domestic companies, al- 
though the admitted companies have a 
proportionate representation. 

“Various means to lessen pilferage 
have been suggested”, says the “Bulle- 
tin”, “among them putting wooden bat 
tens around all edges of cases, using 
patent clinchers with locking nails, and 
lining cases with wire netting. From 
a leading exporter of leather comes the 
statement that leather manufacturers 
may form an insurance company of their 
own, perhaps re-insuring in other in- 
surance companies, somewhat after the 
fashion of the tobacco interests. 
Leather has been especially subject to 
theft, and premium rates have been 
perhaps more frequently raised on it 
than on any other commodity. 

“On this subject our manager at Rot- 
terdam writes: ‘We are struck by the 


large proportion and large amounts of 
claims on shoe shipments, particularly 
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G. W. McINDOE ON HONEYMOON 


Member of Talbot, Bird & Co. Weds 
Miss Violet B. S. Wrisley; Back 
After Fourth 


Garned Wolseley McIndoe, under- 
writer for and member of the firm of 
Talbot, Bird & Co., on Wednesday, June 
2, married Miss Violet B. S. Wrisley, 
daughter of Mr. and Mrs. Francis B. 
Wrisley, at the home of relatives of the 
bride in Hasbrouck Heights, N. J. Mr. 
McIndoe is spending his honeymoon in 
Canada and will not return to meet the 
steady stream of congratulating brokers 
until after July 4. He is a Canadian by 
birth and before joining Talbot, Bird & 
Co. was with the Montreal office of F. 
Hermann & Co 


for pilferage. In the olden days, it 
vsed to be sufficient to pack for the 
purpose of safe transportation; at the 
present time, however, with the in 


creasing thievishness of dock laborers 
it is becoming necessary to pack, par- 
ticularly shoes and similar small and 
valuable articles, with a view to protect 
ing the contents of cases against attacks 
of well-armed laborers.’ ” 


& TRANSPORT- 


“SHIPPING DOCUMENTS” 

A pamphlet carrying that title has 
been published by Samuel D. McComb, 
manager of the Marine Office of Amer- 
ica, for the edification of those who are 
newcomers in the field of foreign trade 
Mr. McComb enumerates the necessary 
documents each ship- 
ment of cargo, namely the invoice, bill 
of lading, and insurance certificate, and 
explains the meaning and use of each 
He describes, also, several of the more 
technical terms used by marine under- 
writers, in order that the assured may 
understand what his certificate covers 
Thus the possibility of misunderstand 
ing in case of loss is reduced. Mr. Me- 
Comb rightfully states that the average 
importer or exporter knows less about 
his insurance certificate than any other 
document connected with his business. 


accompanying 


The importance of war risk in the 
premium volume is illustrated by the 
figures of the London & Lancashire, 
which in’ 1918 wrote £2,910,721 pre- 
miums, while in 1919 it wrote £2,201,893, 
The Company’s profit in marine insur 
ance for 1919 was £625,135 


Telephone: BROAD 3265, 3266 
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Shipping Bill Aid 
to Marine Companies 
LEGALIZED 





HULL SYNDICATE 





Separate Insurance Fund Provided 
for; American Bureau Only Classi- 
fication Society Recognized 





With the passage of the Jones-Greene 
merchant marine bill, American marine 
insurance companies receive more 
benefits than in any other piece of 
legislation enacted by Congress in re- 
cent years, They now have both the 
moral and actual support of the Gov- 
ernment in their struggle to place 
American companies on a par with 
those in other marine markets of the 
world. This bill cannot, as if by magic, 
legislate a profitable and flourishing 
market into existence, but it affords do- 
mestic companies an opportunity for 
which they have long. sought. The 
Jones-Greene bill nearly failed to pass 
because of the active lobbying of for- 
eign interests, but was hurried througn 
in the final hours of the legislative ses- 
sion and signed by the President the 
same day. 

Provisions of the bill relating to mar 
ine insurance were practically  un- 
changed while the bill was in confer- 
ence, Section 25, as amended, provides 
recognition for the American Bureau 
of Shipping only as the classification 
seciety for Shipping Board vessels, and 
eliminates any other organization ap- 
proved by the board. 

Sections 9, 10, and 29, dealing spe- 
cifically with the insuring of the Ship- 
ping Board vessels, are reprinted here 
in their final form as follows: 

Sec. 9. That if the terms and condi- 
tions of any sale of a vessel made un- 
der the provisions of this Act include 
deferred payments of the purchase 
price, the board shall require, as part 
of such terms and conditions, that the 
purchaser of the vessel shall keep the 
same insured (a) against loss or dam- 
age by fire, and against marine risks 
and disasters, and war and other risks 
if the board so specifies, with such In 
surance companies, associations, or un- 
derwriters, and under such forms of 
policies, and to such an amount, as the 
board may prescribe or approve; and 
(b) by protection and indemnity insur- 
ance with such insurance companies, 
associations, or underwriters and un- 
der such forms of policies, and to such 
au amount as the board may prescribe 
or approve. The insurance required to 
be carried under this. section shall be 
made payable to the boara and/or to 
the parties as interest may appear. 
The board is authorized to enter into 
any agreement that it deems wise in 
respect to the payment and/or the 
guarantee of premiums of insurance. 

Sec, 10. That the board may create 
out of net revenue from operations and 
sales, and maintain and administer, a 
separate insurance fund, which it may 
use to insure in whole or In _ part, 
against all hazards commonly covered 
by insurance policies in such cases, any 
interest of the United States (1) in any 
vessel, either constructed or in process 
of construction, and (2) in any plants 
or materials heretofore or hereafter ac- 
quired by the board or hereby trans- 
ferred to the board. 

Sec. 29. (a) That whenever used in 
this section— 

(1) The term “association” means 
any association, exchange, pool, com- 
bination, or other arrangement for con- 
certed action; and 

(2) The term ‘marine insurance com- 
panies” means any persons, companies, 
o¢ associations, authorized to write 
miarine insurance or re-insurance under 
the laws of the United States or of a 
State, Territory, District, or possession 
thereof. 

(b) Nothing contained in the “antt- 
trust laws” as designated in section 1 
o the act entitled “An act to supple- 
inet existing laws against unlawful re- 

traints and monopolies, and for other 


purposes,” approved October 15, 1914, 





L. H. Monks a Director 
of Harriman Company 


BUSINESS 





LONG IN SHIPPING 





Head of Monks, Goodwin & Shaw, In- 
surance Brokers, Now With Amer- 
ican Ship & Commerce Corp. 





Lester H. Monks, of the marine insur- 
ance brokerage house of Monks, Good- 
win & Shaw, is one of the associates of 
W. Averill Harriman, president of the 
American Ship & Commerce Corpora- 
tion, which has announced plans to 
take over and operate the important 
trade routes formerly held by the Ham- 


burg-American Line. Mr. Monks, Mr. 
Harriman, and 8S. F. Pryor are all mem- 
bers of the board of directors of the cor- 
poration. 

Harris Livermore, Henry Dearborn, 
and R. H. M. Robinson, who are men- 
tioned as closely connected wifh this 
new enterprise, have been affiliated 
with Mr. Monks for several years in 
directing the affairs of the Coastwise 
Transportation Company, the Ameri- 
can-Hawailan Steamship Company, and 
the Merchant Shipbuilding Corporation, 
of Chester and Bristol, Pa. 

Monks, Goodwin & Shaw now handle 
the hull coverage on many vessels op- 
erated by these companies, and will 
probably secure the privilege of placing 
much of the insurance on the ships to 
be built and run by the American Ship 
& Commerce Corporation. 

The deal by which the Harriman in- 
terests secure control of so many valu- 
able trade routes is one of the largest 
ever put through in American history 
and will mean much to the future de- 
velopment and stability of the American 
merchant marine. It is possible that 
the American Ship & Commerce Corp. 
may secure title to several ex-German 
steamers, held by Brazil, if the French 
Government decides not to exercise its 
option on these vessels, according to 
Mr. Monks. Particular attention will be 
paid to increasing the cargo trade on 
the various routes, while the passenger 
service will be considered second in im- 
portance. 

Although the Hamburg-American Line 
will be permitted to operate a certain 
number of German vessels in the same 
groups with the American, Mr. Monks 
stated that there was no German money 
invested in any of the ship-operating or 
shipbuilding companies with which he 
or Mr. Harriman had connections, and 
that all the steamers of the American 
operating companies would fly the 
American flag. 

The American Ship & Commerce Cor- 
poration was incorporated under the 
laws of Delaware in July, 1919, with a 
capital stock of $1,500,000 of no par 
value. ‘Three hundred thousand shares 
were offered for sale publicly at the out- 
set. 





J. R. VAN HORN ABROAD 


John R. Van Horn, treasurer of the 
American Merchant Marine, is in Eng- 
land on a visit to the London and 
Liverpool representatives of the com- 
pany. He will go later to Scandinavia 
and possibly to France before return- 
ing to New York. 





HOGSHEAD COMES HERE 


John D. Hogshead has resigned as 
editor and manager of the “Baltimore 
Underwriter,” to go with a New York 
paper. 


shall be construed as declaring illegal 
an association entered into by marine 
insurance companies for the following 
purposes: To transact a marine insur- 
ance and re-insurance business in the 
United States and in foreign countries 
and to re-insure or otherwise apportion 
among its membership the risks under- 
taken by such association or any of the 
component members. 
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MARINE AND FIRE 
RE-INSURANCE 





ROBT. R. toe LAER, Inc. 


New York, Amsterdam, Copenhagen and Buenos Aires 


15 William Street - - - - New York 
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WM. H. McGEE & CO. 


MARINE UNDERWRITERS 
15 WILLIAM STREET, NEW YORK 


General Agents Marine Department 
St. Paul Fire & Marine _Fageeenee Ce. 
Phenix Insurance Co. of Hartford 
Great American Ins. Co., New York 
Camden Fire Insurance Association 
Westchester Fire Insurance Ce. 


Niagara Fire Ins. Co. 


U. S. Managers 
Skandinavia Re-insurance Co. 
(Copenhagen) 

Agents Marine Department 


Providence Washington Insurance Co. 
Massachusetts Fire & Marine Ins. Co. 
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Expressed Wording 
Supersedes Usage 


COURTS FOLLOW WRITTEN FORM 


Attachment of Several Special Clauses 
to Original Form May Cause 
Conflicting Language 
In the second instalment of the article 
on the construction of the marine in- 
surance contract by J. E. Withers, of 
the British Association of Average Ad- 
justers, which has appeared in ‘“Fair- 
play,” the writer treats further the sub- 
ject of usage versus written clauses in 
court cases. In the main the courts 
adhere closely to the written form of 
the marine contract in making a de- 
cision, and allow usage to supersede ex- 
pressed wording only when ample and 
undisputed proof is presented by both 
contending parties. It is essential for 
underwriters, when attaching warran- 
ties to be certain that they protect 
themselves by striking out all possible 

conflicting clauses. 


Parts of Mr. Withers’ article are 
given as follows: 

Where a warranty or condition in a 
policy of marine insurance is expressed 
in clear terms, evidence will not be ad- 
mitted to show that it is to be con- 
strued contrary to the apparent mean- 
ing of those terms, although the desired 
construction may be that which has or- 
dinarily been put upon it by persons 
making use of that form of policy. In 
order to construe a term where it is 
used in a peculiar sense differing from 
its ordinary meaning, evidence is ad- 
missible to prove the peculiar sense in 
which the parties understood the word, 
but it is not admissible to contradict 
or vary what is plain. 

Usage may be relied upon to show 
the sense in which an expression is 
used in a particular trade, and a usage 
consistent with a written contract may 
be introduced into it, as both parties, 
being aware of it, may be supposed to 
intend that it shall form part of their 
bargain. But to let in verbal evidence 
of a usage for the purpose of contradict- 
ing and nullifying an express written 
contract, would be contrary to all prin- 
ciple, and has been forbidden as often 
as the attempt has been made. 


It is not enough to constitute a prac- 
tice that a certain number of individ- 
uals should entertain a belief that that 
practice or custom exists, and act ac- 
cordingly, because they may be mis- 
taken; and in a great establishment 
like the commercial institutions of this 
country, a practice in derogation of the 
law, unless it is of general application 
in that particular department to which 
it is sought to be applied, ought not to 
be acted upon. The general principle 
of insurance, that the insured shall, in 
case of loss, recover no more than an 
indemnity, may be controlled by a mer- 
cantile usage clearly established to the 
contrary: and usage. that the loss in an 
open policy on freight should be ad- 
justed on the gross, and not on the net 
amount of the freight, is a legal usage. 

The meaning of the words is to be 
determined, not by the sense in which 
they would be used amongst men of 
science, but by usage and common ac- 
ceptation among people engaged in the 
particular class of business. Usage 
May enlarge or narrow the ordinary 
meaning of the words used. If the 
words are capable of two constructions 
you may look to the object with which 
they are inserted in order to see in 
which of those senses men engaged in 
that business would use them. In Mason 
v. Skurray it was held that the word 

corn” in the ordinary memorandum in- 
cluded peas and beans, and in Moody v. 
Surridge that it included malt. 

In Uhde v. Walters evidence was ad 
mitted to prove that the Gulf of Fin- 
land was considered in mercantile con- 
tracts as within the Baltic, although the 
two seas are treated as separate and 
distinct by geographers. In a policy on 








ship “warranted no iron, or ore, or 
phosphate cargoes exceeding net regis- 
ter tonnage across the Atlantic” it was 
held that, the word “iron” being cap- 
able of including steel in its meaning, 
the onus lay upon the plaintiff to show 
that the commercial meaning of the 
word “iron,” when used in the particu- 
lar warranty amongst persons engaged 
in the business of insurance, did not 
include steel; and that evidence to 
show that the use of the word “iron” in 
other commercial documents would not 
be understood by men of business to 
include steel was insufficient. 


Words may receive a limited meaning 
by reason of the other words with which 
they are associated, or by reason of the 
subject-matter with which they deal, or 
by reason of the mode in which they 
are commonly used. In Maritime In- 
surance Co. v. Alianza Insurance Co. of 
Santander a vessel was insured for two 
months “whilst at port or ports, place 
or places in New Caledonia.” During 
the currency of the policy the vessel, 
while passing through Gazelle Passage, 
within the geographical limits of New 
Caledonia, struck on a reef. Held, that 
the vessel, at the time of the loss, was 
not at a “port or place” in New Cale- 
donia within the meaning of the policy. 
In giving judgment, Walton, J., said: 

“Port has a somewhat technical 
meaning, and ‘place or places’ were 
added to show that it was not intended 
to confine the meaning to port or ports; 
but one must remember that these 
words are used in collocation with ‘port 
or ports,’ and therefore to some extent 
the meaning to be given to ‘place or 
places’ is colored by the words used 
with them in that collocation.” 

Words, however general, may be lim- 
ited with respect to a subject-matter in 
relation to which they are used. Gen- 
eral words may be restricted to the 
same genus as the specific words that 
precede them. The general words “all 
other perils, losses and misfortunes,” in 
the enumeration of the perils insured 
against, only comprehend and cover 
other cases of marine damage (i. @., 
damage of a character to which a ma- 
rine adventure is subject) of the like 
kind with those which are specially 
enumerated and occasioned by similar 
causes. Where terms which cover 
other than marine damage are added to 
the specially enumerated risks, the gen- 
eral words are extended to similar risks 
which would not otherwise have been 
included. 

In the Knight of St. Michael freight 
was insured, one of the perils insured 
against being “fire”; during the course 
of the voyage the cargo, which consist- 
ed of coal, Was discovered to be getting 
hot, and for the safety of the whole 
adventure the vessel was taken into an 
intermediate port, where a portion of 
the cargo was necessarily and properly 
sold; in an action by the shipowners to 
recover the freight on the cargo sold, it 
was held that the loss, although not a 
loss by fire, was a loss ejusdem generis 
and that the underwriters were liable. 

A clause introduced for the benefit of 
the assured does not oust him of a claim 
which he would have had if the policy 
had not contained such a clause, In 
Hagedorn v. Whitmore the underwriter 
bound himself to pay average separate- 
ly on each particular package of the 
goods insured. Held, that this stipula- 
tion did not preclude the assured from 
recovering an average ioss upon the 
whole exceeding three per cent under 
the usual clause in the policy, though 
the loss on some of the packages did 
not amount to three per cent on each of 
those packages. 

Where an insured desires to insure 
against an unusual risk unconnected 
with marine or war risks, he must take 
one of two courses. Either he must pro 
cure the insertion in his policy of apt 
words descriptive of the special risk he 
wishes to cover, or, if he is content with 
wide general words, he must be pre- 
pared to show that the special risk he 
was minded to cover was brought to 
the underwriter’s attention at the time 
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Marine Insurance 


Local agents are invited to consult us on their marine insurance problems 


OSBORN & CO. 


Average Adjusters and Insurance Brokers 





Established 1898 





45 Wall St. NEW YORK 








Cable Address “LaBoyt” 


82 BEAVER ST. 


LA BOYTEAUX & CO., Inc. 


Insurance Brokers 


Act as representatives of the insured in all matters pertaining to the 
placing of insurance and collection of losses. The service offered 
is efficient, trustworthy and prompt. We invite submission 
of your problems as well as your orders. 


Established 1900 


NEW YORK 
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UNITED STATES LLOYDS, Inc., 
of NEW YORK, N. Y. 


Organized 1872 


3 So. William St. 


Automobile Insurance 


INDEMNITY MUTUAL MARINE ASSUR- 
ANCE CO., LTD., OF LONDON, ENGLAND 


Incorporated 1886 


Incorporated 1918 


APPLETON & COX, Attorneys 


AN ATTRACTIVE PROPOSITION 


THE ROYAL EXCHANGE ASSUR- 
ANCE (Marine He OF 
LONDON, ENG. 
Incorporated 1720 
THE TOKIO MARINE AND FIRE 
INSURANCE CO. 

LTD., OF TOKIO, JAPAN 
(Marine Department) 


Incorporated 1879 


NEW YORK 
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he initialled the slip, or subscribed the 
policy, in such a way that the under 
writer had his mind directed to it. 
When an assured has in mind a par- 
ticular and unusual risk known to him 
self and unknown to his underwriter, he 
does not cover the risk by merely in- 
serting general words in a policy which 
taken by themselves are wide enough 
as a matter of construction to cover 
that point. 


U. S. MANAGER NAMED 





Trans-Marine Underwriting Agency to 
Handle Local Business of National 
Benefit, of London 





The Trans-Marine Underwriting Ag 
ency has been named as the United 
States manager for the marine business 
of the National Benefit Assurance Com- 
pany, of London, according to a cable 
received this week from Maurice Diaz, 
managing marine underwriter. The 


company has applied already for admis- 
sion to this country and will be au 
thorized to start business, it is expect 
ed, on July 1. Mr. Diaz visited New 
York last month, but would not name 
his appointment until he had secured 
the approval of the company’s board of 
directors. 

Since the Washington Marine sev- 
ered its connections with the Trans- 
Marine Underwriting Agency, the latter, 
through its highly capable underwrit 
ers, Jesse Spier and Converse D. West, 
has handled the marine business of 
only one company, the Importers & Ex- 
porters. The National Benefit directs 
that its underwriting shall be con 
trolled by the same conservative pol 
icies which the agency has followed in 
accepting business for the Importers 
The addition of this English company, 
closely connected with four others in 
London, to the present facilities of the 
Trans-Marine is certain to enhance the 
importance and value of this agency in 
the local marine field. 
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New Bank Policy 
For Use August 1 


BURGLARY COMPANIES APPROVE 


Bankers Association Makes Many 
Changes Broadening Form Over 
That of 1918 
George A. Holderness, chairman of 
the insurance committee of the Amer- 
ican Bankers Association, has made his 
report with respect to the new 1920 
burglary policy form, which has been 
approved by the Burglary Underwriters 
Association and becomes effective Aug- 
ust 1. In explanation of the new form 

Mr. Holderness says: 

1, The general rearrangement of the 
policy form for the purposes of segre- 
gating the various claases and agree- 
ments so that they will stand out more 
clearly in their relation to each other, 
This arrangement enables the policy- 
holder to see at a glance the insurance 
granted under each of the three in- 
demnifying paragraphs, and also shows 
the limitations as to the amount of in- 
surance applicable and the period dur- 
ing which it applies without reading 
through the entire policy. 


Safe Clause Broadened 

2. Indemnity paragraph No. 1 is 
broader than the corresponding General 
Agreement A in the 1918 form, and this 
paragraph now provides for insurance 
in a safe or vault located anywhere in 
the assured’s premises, which now in 
cludes any part of the building occu- 
pied by the assured or his officers or 
employes exclusively, whereas the old 
ferm applied only on a safe or vault 
located in the banking room. This 
broadening of the clause includes sec- 
tions of the premises occupied by the 
assured’s officers or employes who may 
in some instances be engaged in an- 
other line of business, 

3. Indemnity paragraph No. 2 is ex- 
tended to cover all loss by robbery 
occurring in any part of the assured’s 
premises, whereas the old form limited 
the robbery insurance to certain speci- 
fied parts of the premises and to cer- 
tain safes or vaults located in certain 
parts thereof and to specified hours. 
This is a very extensive broadening of 
what has developed into the most im- 
portant coverage under the entire pol- 
icy. 

° Damage to Money 

4. Indemnity paragraph No. 3 has 
been extended to cover damage. to 
money, securities, and to the premises, 
and all safes, vaults, office furniture 
and fixtures therein, caused by bur- 
glary or robbery or attempt thereat. 
The old form covered only such dam- 
age aS Was caused by burglars, whereas 
the new form is extended to cover 
damage caused by robbers and also by 
persons defending against either bur- 
glars or robbers, 

5. The definition of securities in the 


= 





new policy has been greatly simplified 
and now reads, “Securities as used in 
this policy shall mean all negotiable 
or non-negotiable instruments,’ where- 
as the old form named a number of ne- 
gotiable securities and limited the in- 
surance on these to instruments of a 
negotiable character as respects which, 
when negotiated, the assured had no 
recourse against the innocent holder. 
In the former policy this clause also 
provided that the actual cash or mar- 
ket value of the securities at the time 
of the loss should determine the amount 
due the assured, while another clause 
of the policy provided that any prop- 
erty lost or damaged could be replaced. 
This clause would permit the insur- 
ance company to replace securities if 
they had declined in value at the time 
of settlement or pay the value at the 
time of loss if the prices had advanced. 
The new form fixes the company’s li- 
ability at the time of payment of the 
1css. 

A new condition specified as Condi- 
tion B has been inserted into the new 
form, covering securities held by the 
assured for safe keeping and of which 
the assured has a record, while in the 
eld form such securities were only 
covered by special endorsement. 


Explosives 

6. The old form contained a clause 
to the effect that the company would 
not be liable for loss from, or con- 
tributed to, by explosives, except only 
when used by burglars or robbers, 
which clause has been eliminated from 
the new form. 

7. Condition D of the new form more 
clearly sets forth the insurance granted 
in the chests, safes and vaults, and in 
safes having a round or screw door, 
than was contained in Special Agree- 
ment No. 10 of the old form. The old 
form in this respect was a source of 
misunderstanding on the part of both 
the banks and the insurance companies. 

8. Conditions FE and F of the new form 
more clearly set forth the 10 per cent 
automatic insurance in a safe outside 
the chest therein and in any vault in 
the premises. The old form granted 
10 per cent coverage in a vault in 
which the safe was contained, provid- 
ed the vault was described in the 
schedule, whereas the new form in 
Condition F grants 10 per cent cover- 
age “in any vault located within the 
premises.” 

9. Condition G of the new form, en- 
titled “Misstatements in Declarations,” 
provides that such statements not 
fraudulent in the description of any 
safe, chest or vault or protective ap- 
pliances or in any case a failure on 
the part of the assured to maintain any 
service agreed upon in the declaration, 
the insurance under this policy shall 
not be forfeited thereby, but if by rea- 
son of such misstatements or failure on 
the part of the assured, the hazard un- 
der this policy is greater than contem- 
plated thereby, the liability of the com- 
pany shall not be changed, but the as- 
sured shall pay to the company such 
additional premium as may be shown 
to be due at the rate for the actual 
hazard in the company’s’ published 
manual of rates in force at the date of 
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this policy. This condition of the pol- 
icy is practically the only difference 
existing as to the form of the policy 
between your committee and the rep- 
resentatives of the insurance com- 
panies. Your committee contends that 
it is the duty of the agent to see that 
the safes, vaults, ete., are properly de- 
scribed, and that he is the agent of the 
company instead of the assured and 
that the company has the opportunity 
to check up the statements concerning 
the safes, vaults, etc. The companies 
contend that the agent represents the 
assured in this particular and that the 
companies are entitled to know the 
risk that they incur. Your committee 
is very firmly of the opinion that the 
bank is entitled to the amount of in- 
surance applied for and that if a loss 
should occur its recovery should not 
be reduced by reason of some misstate- 
ment having been made of which the 
assured was not cognizant, and is in- 
sisting that the policy should be writ- 
ten with this clause as part of it. 
When Policy Voided 

10. Special Agreement No. 3 of the 
old policy, entitled “When the Policy 
is Voided,” and which refers to fraud 
on the part of the assured and makes 
the policy void if immediate notice is 
not given of any lockout, has been en- 
tirely omitted from the new form, This 
clause also made the policy void if the 
conditions or circumstances were 
changed so as to materially increase 
the risk without the written consent of 
the company. This has also been 
eliminated. 

11. Condition J of the new form, con- 
taining the cancellation clause has been 
amended by extending the time for 
notice from five days to ten days, It 
also provides for short rate earned pre- 
mium in case the policy is cancelled 
at the request of the assured, whereas 
the old form provided for a pro rata 
earned premium regardless of which 
party cancelled the contract. The new 


clause permits the company to suspend 
the policy, if, upon inspection, it is 
found that the safe, vault or premises 
are not in an insurable condition, the 
suspension to remain in force only un- 
til any necessary requirements are com- 
plied with. 
Reinstatement 

12. Condition K of the new form pro- 
vides for an automatic reinstatement 
of the insurance after loss, provided 
there is a complete restoration of the 
safety appliances to a condition equal 
tu that existing before the loss. The 
old form did not provide for any rein- 
statement of the insurance. 

13. Condition L of the new form pro- 
vides for a pro rating of the loss be 
tween companies in case more than one 
company insures the same risk con- 
currently, 

14. Item No. 3 of the Declarations of 
the new form (called the Schedule in 
the old form) reads as follows: “The 
working force of the bank consists of 
not ieee GRAM. .......+. persons, or whom 
-.,.+-Or more will always be present 
when the premises are open for busi- 
ness.” This provision was not in the 
schedule of the old policy. 

Your Committee wishes to take this 
opportunity to express its appreciation 
of the services of B. A. Ruffin, former 
secretary of the Committee, also the 
members of the State Secretaries Sec- 
tion, who attended the various con- 
ferences, and also Messrs. Brewster, 
Garrison and MclInness, representing 
the insurance companies who have met 
your committee in its effort to write a 
policy giving the broadest coverage. 

Your Committee also desires to ex- 
press its regrets at the resignation of 
John R. Washburn, whose _ advice 
and counsel have been of inestimable 
value, 

Your Committee also wishes to com- 
niend its secretary, Mr. L. W. Gammon, 
for his prompt and efficient service ren- 
dered the Committee. 































|| | GeneralAccident 








The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 


Metropolitan Office—92 William St. 
ANNUAL STATEMENT DECEMBER 21, 1919 
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“Service, Security and Satisfaction” 


AUTOMOBILE INSURANCE 


Fireman’s Fund Insurance Company of Cal. 
Assets over Eighteen Million Dollars 

















Fine For Brokers 
Who wouldn’t be a New York broker, 
with the casualty companies working 
overtime to help him find new business? 
. . + 


Columbia Started Well 

Superintendent of Agencies William 
B. Mann, of the Columbia Casualty, has 
the preliminary agency organization of 
the company well under way. He is 
now filling in what he calls the skeleton 
structure and developing what he has 
already gathered together. Mr. Mann 
is a hard worker. He says that the 
company is already assured of its de- 
sired volume the first year. 

. * © 


Edward L. Hearn’s Work 
Edward L. Hearn, whom many insur- 
ance men in New York remember 
through his former connection with the 
Casualty Company of America, is now 
European commissioner of the Knights 
of Columbus. It was part of his work 
last Memorial Day to direct the decora- 
tion of graves of American heroes. 
Mr. Hearn recently opened in Paris a 
grave visiting bureau for relatives of 
American dead. Last year his organi- 

zation decorated 15,000 graves. 

eee 


Organizing Co-operative 
Thompson §. Sampson, who is or- 
ganizing a co-operative liability insur- 
ance company in New York, was for- 
merly manager for the American Mu- 
tual Liability in New York. Besides 
that, he was vice-president of the com- 
pany. These connections were termi- 
nated some time ago. 
es * 6 
Surety Men’s Views 
Surety men find that as regards new 
business some contemplated work will 
hold over to next year. New construc- 
tion. showed a pretty good record in 
May. It is believed prices will be 4i- 
rected by the credit situation. The call 
for capital is world wide. 
+ * a” 
Creevey in Pittsburgh 
EK. A. Creevey, the engine and fly- 
wheel expert of the Aetna Companies, 
is in Pittsburgh helping to put that end 
of the business on the map. He re- 
ports a steadily increasing business and 
says that the engine and fly-wheel line 
is an easy seller to a plant operator 
when he is brought to realize that the 
cost is exceptionally small for a contin- 
gency so great. The hardest part of the 
job is to “sell” the agents, who have not 
changed a particle in that they are 
loath to take on anything new. 
« . ° 
Going to Bear Mountain 
The Globe Indemnity will hold its 
annual excursion Saturday, June 12. 
The steamer “Nassau” has been en- 
gaged to take the party to Bear Moun- 
tain where there will be games, for 
which the company has offered a num- 
ber of attractive prizes. 
a ° . 


Fifty-Four Years With Travelers 

The associates of Edward W. Buck 
in the liability underwriting department 
of the Travelers Insurance Company re- 
cently presented him with a basket of 
American Beauty roses. He came to the 
Travelers on April 9, 1866. Major E. V. 
Preston is the only other person now in 
the employ of the Company who was 
With it at that time. 

In all that time Mr. Buck has not been 
away from the office for more than six 
weeks on account of illness. In fact, 
he says that he can only recall three 
weeks—once a horse ran away with 
him and he was absent for five days, 





and again he lost two weeks when 
threatened with typhoid fever. 


Although nearly seventy-four years 
old, he continues the habit which he 
formed years ago of getting to the 
office on time in the morning. Mr. Buck 
was born in 1847 in Wethersfield and he 
still lives in the same house where he 
was born, at 408 Hartford Avenue. 

He began his career at the Travelers 
as a mail boy in the days when James 
G. Batterson was President and the 
office of the Company was at the corner 
of Asylum and Union streets. He be- 
came a registration clerk in the acci- 
dent department, and later had charge 
of the Home Office agency of the acci- 
dent department, as then run. In the 
90’s he was transferred to the liability 
department. : 

Mr. Buck has three children and five 
grand-children. 

+ + 
Causes of Accidents 

The Travelers has made a classifica- 
tion of claims paid under personal acci- 
dent policies for 1919, also for automo- 
bile accidents. They follow: 

Accidents From All Causes 
Number Amount 


Automobiles ......... 2,681 $450,741 
ie GE: oes asadnavan 2 536 260,123 
Sports and Recreation 1,381 240,071 
Pedestrians .......... 1,655 195,668 
re 626 158,148 
Miscellaneous ....... 305 44,421 
Horse and Vehicles... 226 19,435 
Licycles and  Motor- 

POR Gursksiawaedcean 124 13,806 
eee 30 3,876 
Occupational ......... 6,139 482,435 

ere ie 15 703 $1,868,730 


The Automobile Accidents 
Number Amount 


| errr 792 $65,737 
Foreign Matter in Eye 21 4,185 
PE. phaa iowa ak beans 59 4,821 
intering or Leaving.. 284 27,963 
Skidding or Ditching... 341 114,585 
fo 78 4,962 
COPOCEREIER 4 .cccsccnes 446 60,508 
COMUNEBEO ssdscceviccse 514 150,513 
Around Garage ....... 94 7,070 
Miscellaneous ........ 52 10,392 
TORE bcistcsrss« BO $450,741 
* * * 


General Agent in Boston 
Hoblitzell & Hyde, Boston, have been 
appointed general agent for the London 
& Lancashire Indemnity, covering sure- 
ty lines. 
* ¢ *& 
Full Cover or Nothing 
Since the new automobile collision 
rates went into effect, there has been 
a noticeable decrease in the demand 
for the 50 per cent deductible cover. 
More than one insurance office reports 
that assureds now seem to favor full 
coverage or nothing. 
+ + 
Organizing in Newark 
Plans are under way to organize a 
branch of the National Safety Council 
in Newark, N. J. The movement is 
fostered by the National Safety Coun- 
cit and the Safety Institute of America. 
” ” a 
“Dave” Martin Dead 
David Martin, formerly superinten- 
dent of insurance in Pennsylvania, died 
a few days ago. He was seventy-five 
years old. Martin was commissioner 
at a time when Pennsylvania politics 
and the administration of the insurance 
department were at low ebb. 


G. A. Goetschius, President 
1 Liberty Street New York 
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The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE Policy 


C. R. CLEMENTS, Sec. & Treas. 








Working on National 
Safety Standards 
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COMPANIES’ PLACE 





Movement of Prime Importance Which 
is Fast Becoming International 
in Scope 





The movement for National Safety 
Standards was again taken up by the 
American Engineering Standards Com- 
mittee at a meeting held in New York 
June 5. 

This movement is of tremendous im- 
portance to casualty insurance com- 
panies. It is now being undertaken on 
a larger scale than ever before and is 
international in its scope. Several 
meetings have been held during the 
last twelve months. At one of these 
conferences, provision was made for a 
committee to make detailed recom- 
mendations to the American Engineer- 
ing Standards Committee with refer- 
ence to the propriety of the various 
codes and with reference to the asso- 
ciations that should act as sponsors. 
This committee is known as the Na- 
tional Safety Code Committee. It has 
seventeen members, Albert W. Whit- 
ney, general manager of the National 
Workmen's Compensation Service Bu 
reau representing the stock casualty 
interests. Mr. Whitney is also a mem 
ber of the American Engineering Stand 
ards Committee. The Bureau has ac 
cepted from this committee a joint 
sponsorship with the International As 
sociation of Industrial Accident Boards 
& Commissions for the preparation 
of the safety code on woodworking. 


Plan of Work 

In a report made to the insurance 
companies on the movement for Na- 
tional Safety Standards, Mr. Whitney 
said: 

“The American Engineering Stand- 
ards Committee does not initiate; it 
validates. When a proposal for the 
creation of a code comes before the 
American Engineering Standards Com- 
mittee it names a sponsor or two or 
three joint sponsors. A sponsor should 
be an organization having a paramount 
interest in the code in question, It is 
the duty of a sponsor to assume the 
responsibility for the preparation of the 
code. The sponsor names the working 
committee, which should represent all 
interests concerned whether or not 
members of the American Engineering 
Standards Committee. The personnel 


of the working committee must be ap- 
proved by the American Engineering 
Standards Committee. After the work 
has been completed and the code is in 
final form it is passed upon by the 
American Engineering Standards Com 
mittee not from a technical point of 
view but in order to see that the work 
has been done at every stage in a rep 
resentative and proper way. If this 
examination is favorable the code is ac- 
cepted as the official code of the Amer- 
ican Engineering Standards Committee. 
It thus becomes in a very real sense a 
national code. The American Engi- 
neering Standards Committee has no 
machinery for getting codes into actual 
use but the very existence of a code 
that has been arrived at in such a rep- 
resentative way becomes the strongest 
argument for its use. 
Must Take Part 

“There is no question that this or- 
ganization backed by the best engineer- 
ing ability of the country, by the gov- 
ernment through its various depart- 
ments such as the Bureau of Standards 
and the departments of the War and 
Navy and by the commercial interests 
of the country so far as they can be 
reached through national organizations 
will accomplish a great work. It is 
manifest that the insurance companies 
must take their part in this work. The 
insurance companies are recognized as 
pioneers in the safety standard field. 
One of the strongholds of private 
insurance upon the good will of the 
country lies in the work that the com- 
panies are doing in the prevention of 
accidents, The companies cannot 
afford to sacrifice this position, but to 
retain it they must be prepared to as- 
sume their full share of the work and 
responsibility of preparing codes. 

“There is some expense connected 
with these sponsorships but on the 
other hand there is considerable dis- 
tinction in the doing of the work, for 
instance thé sponsor is allowed to pub- 
lish the code, in fact it issues from the 
sponsor as the approved code of the 
American Engineering Standards Com- 
mittee. 

“If the stock companies are to main- 
tain their prestige in the accident field 
it is unthinkable that they should fail 
to accept this concrete opportunity to 
do their part.” 


General Agent at Norwalk 
William O. McLean, Inc,, Norwaik, 
Conn., is now general agent for the 
United States Casualty for all lines in 
Norwalk and vicinity. 
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80 P. C. Co-Insurance 
On Burglary Policies 
RECOMMENDED FOR SMALL RISK 


Despite Suggestion of Burglary Under- 
writers, Looks as Though Rates 
Will Go Up 

Extension over the entire country of 
the requirement of the 80 per cent co- 
insurance clause on all residence 
burglary policies for less than $2,000, 
as regards jewelry, furs, Oriental rugs 
and silverware, was recommended by 
the committee from the National Asso- 
ciation of Burglary Insurance Under- 
writers which met with Chicago burg- 
lary men in Chicago last week to iron 
out the tangles which had developed in 
the Chicago situation. 

Some of the Chicagoans had offered 
strenuous Opposition to the enforce- 
ment of the co-insurance requirement, 
which was the principal cause of the 
difficulties which had developed, but by 
the time the situation had been ex- 
plained by the company officials com- 
posing the association committee and 
figures presented showing the exper- 
ience of the companies, all of them were 
thoroughly “sold” on the co-insurance 
clause. It will be applied hereafter 
without exception by ali of the confer- 
ence companies and their agents. Even 
the lowa Bonding, which had been given 
permission to write business without the 
clause in question in order to meet the 
competition of the New Jersey Fidelity, 
agreed that it would be to the general in- 
terest to enforce the clause without ref- 
erence to that competition. The Iowa 
Bonding had been excepted because of 
the fact that the New Jersey, a non-con- 
ference company, whose burglary busi- 
ness in Chicago it had re-insured, had 
re-entered the field. The two other Con- 
ference companies which had been writ- 
ing some business without the co-insur- 
ance clause also agreed to be good in 
the future. 

There was some discussion of raising 
the minimum below which the co-insur- 
ance shall be required in Chicago from 
$2,000 to $5,000, but that will not be 
done for some time if at all. Figures 
were presented which showed that the 
loss ratio on business carrying the co- 


insurance clause was 15 per cent less 
than on full coverage business. As that 
business is written 20 per cent lower 


than the full coverage, it is figured that 
there would be 35 per cent difference on 
an even premium basis. 

Even the nation-wide application of 
the co-insurance clause will not serve, 
however, to avert an increase in resi- 
dence burglary rates, in the opinion of 
members of the committee, although it 
may serve to lessen the amount of the 
raise. It was shown that the loss ratio 
on residence business on an earned 
premium basis increased last year from 
48 to 67 per cent, running as high as 


76 per cent in Chicago. As that class 
of business constituted 50 per cent of 
the entire volume of burglary business 
written, the seriousness of the situation 
for the companies may be very readily 
appreciated. The figures showed, how- 
ever, that 85 per cent of the losses were 
on policies of $1,000 or less. Hence 
the co-insurance proposal. 

An increase in the minimum premium 
on holdup coverage from $5 to $10, and 
$12.50 in Chicago, also was recommend- 
ed. Another plan to cover that situa- 
tion has been prepared by S. B. 
Brewster, of the American Surety, a 
member of the committee, and probably 
will be presented to the National Asso- 
ciation at its next meeting along with 
the proposition for the increases in the 
minimum premium. Mr. Brewster's 
suggestion is intended to take care of 
the small merchant, who really does not 
need the $1,000 or $1,250 of insurance 
which he would be required to take out 
under the new arrangement. He would 
provide for an initial charge of prob- 
ably $6 for the first $100 of insurance, 
enough to cover inspection expense, 
with $1 added for each additional $100 
of insurance taken. 

Friends To Welcome Mr. and Mrs. 
Holmes At Yacht Club 

At the Columbia Yacht Club, Eighty- 
Sixth Street and Hudson River, a re- 
ception and dance will be held in honor 
of Mr. and Mrs. Bayard P. Holmes, 
who have returned from Bermuda 
where they went on their honeymoon 
trip. Mrs. Holmes was formerly in 
charge of the insurance department of 
Colorado. Both have many friends in 
the insurance world. 

* * * 
New Rates June 30 

New compensation rates are to be 
made effective as of June 30. July 1, 
the date formerly selected, was decid- 
ed upon in the belief that business for- 
merly written on the old policy form, 
as of midnight Jane 30, was written in 
1919 on the universal standard form 
effective as of 12:01 A. M. July 1. In 
announcing the new arrangement, Man- 
ager Senior of the Rating Board, says 
it now appears that all companies 
have not followed this practice and are 
still renewing a substantial number of 
New York risks as of June 30. There- 
fore, in order to avoid confusion, it has 
been decided to make the new manual 
effective as of 12:01 A. M. June 30. 

es © 
$25,000 On Boy Traveler 

John Paul Jones, the seven year old 
boy who after a visit of eleven days to 
his uncle in Portsmouth, N. H., left for 
his home in Sidney, O., unaccompanied, 
and carrying a $25,000 policy to protect 
him during the journey, arrived safely. 
Before landing in his home town he 
passed through the hands of nine pas- 
senger conductors. The journey was 
1950 miles. 


Freight congestion at the ports is 
being relieved the weekly report of the 
Car Service Commission shows. 
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Bankers Cautioned 
to Inspect Policies 


LIMITED PROTECTION GIVEN 


Point Made Regarding Property Out- 
side a Safe But Within 
a Vault 


As a warning to bankers, L. W. Gam- 
mon, secretary of the insurance com- 
mittee of the American Bankers’ Asso- 
ciation, has called their attention to a 
point in the present burglary policy 
form. 

Mr. Gammon asks the bankers if they 
are subject to loss through misunder 
standing of the policy and then goes on 
to relate the experience of a member 
bank as follows: 

“The bank’s equipment 
a Square door safe in an ordinary fire- 
proof vault. The safe contained a so- 
called steel burglar-proof chest. The 
bank applied for a $5,000 burglary pol- 
icy in each of two companies. The in- 
surance was written to apply on money 
and securities contained in the safe. 
Yeggmen forced an entrance into the 
vault and then blew off the outer doors 
of the safe. They made an attack on 
the chest, but did not succeed in open- 
ing it. They did, however, secure sev- 
eral thousand dollars in securities from 
compartments in the outer portion of 


consisted of 


the safe, that is, within the safe but 
outside the chest. The bank made 
claim against each company for the 


full amount of its policy —$5,000. 
Ten Per Cent Limit 

“Under paragraph 10 of the Special 
Agreements of the American Bankers’ 
Association copyrighted policy (1918) 
the insurance covering securities out- 
side of the burglar-proof chest but with- 
in outer compartments of safe or in 
the vault, is limited to 10 per cent of 
the amount of the policy. Accordingly, 
the bank had only $500 insurance on 
securities under each policy; In other 
words, the $5,000 insurance covered 
only the contents of the inner chest 
and not of the entire safe and the pre- 
mium paid by the bank for $5,000 for 
three years, $52.51, was based on that 
coverage and did not pay for insurance 
of the contents of the entire safe, the 
rate for which would have been $131.61. 

“This 10 per cent coverage on se- 
curities outside of the chest without 
additional charge ig a concession se- 
cured by the Association when the 
present form of policy was copyrighted. 

“Are you relying upon your policy to 
cover money and securities outside of 
the safe within the vault? 

“Tf your safe contains a burglar-proof 
chest, are you relying on your policy 
to cover money and securities in the 
safe outside the burglar-proof chest? 

“If so, you should examine your pol- 
icy with the utmost care. If your ap 
plication for insurance was made upon 


UTILITIES MUTUAL RECORD 


Company’s Premium, Loss and Expense 
Statement Since Organization 
in 1914 





In a report made by the New York 
Department upon the condition of the 
Utilities Mutual, the record of pre- 
miums, losses and expenses since the 
company began in 1914 is given. This 
record, together with loss ratios, is as 
follows: 





Premiums Losses 
Earned Incurred Expenses 
1914 $71,660 $14,517 $17,101 
1915 140,224 36,405 32,528 
1916 200,886 99,446 44,757 
1917? 250,461 89,468 56,907 
1918 328,863 118,327 64,962 
*1919 248,235 147,411 58,410 
Totals $1,240,329 $505,574 $274,665 


Loss and 


Loss Expense oxpense 
Ratio Ratio Ratio 
% % % 
1914 20.2 23.8 44.0 
1915 26.0 23.2 49.2 
1916 49.5 22.2 71.7 
1917 35.7 22.7 58.4 
1918 36.0 19.7 55.7 
*1919 9.4 23.5 82.9 
Aggre- 
gates 40.8 22.1 62. 


*Six months’ business. 
Treatment For Burns 

Industrial plants are now using the 
Ambrine treatment for burns, scalds, 
and all surface wounds, which proved 
very successful for casualties incurred 
in the war. The dressing is a compound 
of wax and resins and is solid when 
cold. It is heated to about 150 degrees 
Fahrenheit and applied by means of a 
special atomizer, or it can be gently 
daubed on with a soft brush. A plastic 
dressing, impervious to air, is thus 
formed, which does not adhere to the 
wound and which promotes the healing 
process without appreciable contraction. 
Disfigurement and scars are prevented 
to a greater extent than was possible 
under the old methods, 

New Newark Company 

The Eastern Casualty Underwriters 
Company is being organized in Newark 
with headquarters in the Ordway Build- 
ing. The authorized capital is $5v,000. 
The incorporators named are Alfred F. 
McCabe, H. A. Black and John R. Tur- 
ner. 








John Fanning has been appointed fire 
manager of the Toronto office of the 
Employers’ Liability. 


the basis of the full protection of your 
safe, then you do not have full protec- 
tion outside the safe or chest. Full in- 
surance may be had on the outer por- 
tion of the safe or in the vault outside 
the safe by paying a higher rate.” 
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A comprehensive view of 
Accidents the economic loss caused 

Worse by accidents is given by 

Than Fires the American Liability 
which says in a recent issue 
of its paper: 

“In preparing the literature for the 
observance of Fire and Accident Pre- 
vention Day it became desirable to 
quote the figures on the economic loss 
due to accident, corresponding to the 
losses arising from fires. The best es- 
timate available shows that there are 
80,000 deaths from accidents each year. 
The safety first experts estimate that 
the average duration of life would have 
been twenty years had it, not been for 
the accidents. Figuring the wages at 
$5 a day this makes a total of $2,400,- 
000,000 for the wages which would have 
been earned by those killed. The num- 
ber of serious accidents, including those 
which take a person away from his 
work four weeks or more, is 1,840,000. 
Assuming that the average duration of 
disability is only four weeks, this would 
involve an annual loss of $220,800,000 
for serious accidents alone. These fig- 
ures ignore entirely the millions of 
minor accidents which take men and 
women away from their work, from a 
few days to a month, which would very 
greatly swell the figures. In these cal- 
culations only the amount of the wages 
lost by the employe are considered. 
While if the economic loss to the em- 
ployer were estimated also the totals 
would be greatly increased. As it is it 
figures up an amount quite sufficient to 
justify the safety first movement and 
any campaign which will tend to reduce 
the number of preventable accidents 
and their resultant losses.” 

* *¢ @ 


W. H. Howland, industrial de- 
Eight partment manager for the Gen- 
Apps eral Accident, has addressed 
$300 this communication to his ag- 
ents: 

Are you operating at a profit? 

How much more personal income do 
you want to take care of your antici- 
pated 1920 expenses and savings? 

An increase for a salaried man de- 
pends upon his employer, but you fix 
the amount of your own income. 

I have recently interviewed several 
of our leading industrial representa 
tives. They are all emphatic about the 
need of Accident and Health coverage 
by the public. Every one of them 
voluntarily promised more new busi- 
ness and most of them have a definite 
amount of income fixed for the year’s 
work. We can depend upon these men 
for an actual increase in premium col- 
lections. 

Perhaps what you need is an analysis 
of your methods of soliciting and of 
the disposition of your time. 

The main thing is to make every hou 
add to your personal earnings. 

You will remember the traditional 
hare and turtle race in which steady 
plodding won the contest. So it is a 
safe and sure method to solicit steadily 
and continuously, but, on the other 
hand, fast and honest work will rapid- 
ly build up a large agency. Any think- 
ing man who can accomplish real prog- 
ress by fast work may be depended 
upon to keep going. 

Eight more applications a month will 
give you an increase of $300 from pol- 
icy fees during the year. 

There are scores of prospects in your 
Vicinity waiting to be solicited. 

Work and more work will give you 
the income you need. 

* a“ 7 


In view of the present 

Warning liquor situation, the Ft- 

About delity & Deposit has 
Liquor Bonds warned its agents 
against various schemes 

to violate the law. 

“Owing to the fact that it is legally 
impossible to remove, for beverage pur- 
poses, and for consumption in this coun- 
try, whiskey in bond—all sorts of tricks 


and schemes will be resorted to by the 
owners of such whiskey to get posses- 
sion of it. 

“It has been ruled by the Internal 
Revenue Bureau, that wholesale liquor 
dealers may secure the release of whis- 
key, which they have in bond, by ob- 
taining a permit to use it for non-bev- 
erage purposes—but before the permit 
is obtainable, an acceptable bond has 
to be filed. 

“We want to warn all our agents 
against the execution of bonds of this 
character where there is any question 
at all as to the real use which the ap- 
plicant intends to make of the whiskey 
that he has planned to take out of the 
warehouse under our bond and the per- 
mit which it will cover. In fact, we 
want no bonds of this kind written 
without the approval of the home office 
being first secured.” 





EFFECT OF REDUCED HOURS 





Accident and Sickness Frequency About 
Same as When Working Time 
Was Longer 





The National Industrial Conference 
Board has made a report in which it 
says that there is no evidence to prove 
that reductions in the number of work- 
ing hours have as yet produced notice- 
able effects upon health. It is said that 
71 per cent of reporting establishments 
in the five industries covered by the 
report, announced that there was no no- 
ticeable change in health conditions 
when working hours were reduced. 

A question as to the effect of reduc- 
tion of hours on frequency of accidents 
was included in the hours-of-work ques- 
tionnaire and definite answers were 
made on this point by 299 establish- 
ments among five industries. Of these 
255 employers, 85 per cent, found no 
change in accident frequency following 
reduction of working hours. Thirty- 
seven, or 13 per cent, observed a de- 
crease varying from a slight reduction 
to a reduction of nearly 50 per cent in 
serious accidents. On the other hand, 
seven employers reported an increase 
in accidents which as a rule they at- 
tributed to new men hired to maintain 
output after hours had been reduced. 





QUALIFYING POWER 


The qualifying power of the surety 
companies on May 20 was $7,285,140. 
Foreign companies authorized as re-in- 
suring companies on government bonds 
have this qualifying power: European 
Accident, $102,981; Guarantee Co. of 
America, $88,057; Norwegian Globe, 
$109,656. 
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W. E. SMALL, President 


When Insured in 


Georgia Casualty Company 


i SURE Or SERVICE “on 


Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 


E. P. AMERINE, Secretary 











‘The METROPOLITAN CASUALTY > 


INSURANCE CO. OF NEW YORK 


HOME OFFICE, 


OHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
Robert A. Drysdale, Vice-Pres. S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 





47 CEDAR STREET 


Alonzo G. Brooks, Ass’t Sec. 














THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE 
CHICAGO 


F. W. LAWSON 


General Manager 


Liability, Accident 
Burglary,Boiler and 





Credit Insurance 





Estabiished 1869 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 


~~ 
a 





F. J. WALTERS 
Resident Manager 
55 JOHN STREET 
New York 


Elmer A. Lord &Co. 
145 Milk St., Boston 


Resident Managers 
New England 
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17'4% commission on all business placed with Motor Car Mutual 
Casualty Company and 20% on all business placed with 
the Motor Car Mutual Fire Insurance Company 
MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 


MOTOR CAR MUTUAL CASUALTY COMPANY 
20 NASSAU STREET, NEW YORK CITY 


Telephone, John 5880 


We are open for agencies in New York and Pennsylvania 


No direct business written 











The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building 
33 BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 
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BOSTON 
Paid-In Capital $1,500,000 





BUSINESS=BUILDERS 


DEVELOPING 
¥<5sFidelity and Surety Bonds, Liability Workmen’s 
@2 Compensation, Automobile, Accident, Health, 
> Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 








T. J. FALVEY, President 
Write For Territory 





American 
Surety | 


Company | 
of New York 


100 BROADWAY 


Fidelity and 
Surety Bonds 


Burglary Insurance 
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= ance mpcoented mn. 

SOMEBODY DESIRES TO OUTSTRIP all competitors. 

IS THAT SOMEBODY YOU? 

WHILE IT IS FAR FROM THE POLICY of the Northern Assurance 

= Company officials to put a damper on honest ambition or to, in any 

a way hamper the progress of any ambitious insurance salesman, re- 
= gardless of the company he represents, it is imbued with the wisdom 

of building safely and permanently rather than speedily and sensa 
tionally. 

== THE “HOUSE BUILT ON SAND” was a fine appearing structure, = 

—— but the parable shows what became of it under the assault of time 

— and tempest. 

= I'T WAS THE HOUSE BUILT ON THE ROCK that remained firm — 

= and impregnable long after the other house had vanished. 

THE OLD PARABLE APPLIES with dishea. cening exactness to the === 

228 success of all life insurance salesmen. 

= HOW MANY PROMISING INSURANCE SALESMEN there have 

— been, who, under improper stimulus, have made a wonderful show- 

== ing for a time only to crumble into obscurity under the test of time. 

== -. BUT THE AGENT WHOSE FUTURE IS BUILT ON THE ROCK of = 

=> solid association with a sound company that is backed by public == 

= approval, with its foundations built deep into public trust, will pros- = 

= per and wax with the passing years, because— 

; THAT AGENT WILL PLACE HONOR BEFORE PROFITS and be- 

ing impressed with the importance and dignity of his calling, will 

= realize the high ideals of his company and live up to them. 

=> SUCH MEN CANNOT ESCAPE SUCCESS. 
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MICHIGAN'S LEADING COMPANY 


Northern Assurance Company 
“Time Tried and Claim Tested” 





= Assets over - «= += = = $2,250,000 

== Insurance in Force over - $27,000,000 

——_ 

= CLARENCE L. AYERS, President DETROIT, MICHIGAN 
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